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Planned Purchasing 
Brings 
Bigger Profits 


...in the small company, Purchasing Agent 
Bob Swander of the Heath Company actual- 


ly is a materials manager with wide responsi- 
bilities. See page 61. 


...in the larger company, Director of Pur- 
chases Frank Traversi hammers out a new 
dynamic role for purchasing at Gillette 
Safety Razor Co. See page 57. 
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Shoe soup for a 


Mayan dandy 


When a Mayan needed shoes, he 
simply went to the nearest rubber 
tree .. . and poured himself a pair. By 
dipping his feet repeatedly into a bath 
of raw latex, he fashioned a kind of 
shoe. The style was crude, but the 
fit was perfect. 

Rubber goods have come a long 
way since then, and the development 
of synthetic rubber has been an im- 
portant factor in this growth—espe- 
cially since 1941 when Shell Chemical 
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built the country’s first 

commercial butadiene 

plant. Today over twenty differen 
types of Shell synthetic rubber go into 
such varied products as shoe soles and 
heels, tires, belting, floor tile, wire and 
cable insulation, and hundreds more. 


Commercial production of this 
strong and versatile material is an- 
other of the many ways Shell Chemi- 
cal helps industry with man-made 
raw materials. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


TORRANCE, CALIFORNIA 
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The Mayan and other Indians 
of Latin America discovered 
a unique material for making 
clothing and footwear. 
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You can tell 


the SUG man 
by the length of his product line! 


He brings you the most complete line of ball and 
roller bearings available — many thousands of 
sizes altogether! He brings his own broad ex- 
perience with bearings, too. And he can easily 
call in versatile application engineers and bear- 
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Spherical, Cylindrical, Bali 


and yson Tapered Roller Bearings 
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ing designers anytime you need them. 

This combination of the most complete line 
and immediate service can make buying bearings 
a very efficient, economical matter. So why not 
ask the Sf man for more details today? 74s 
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EVERY TYPE-—EVERY USE 
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Your Diamond Wheel Insurance Policy 


It guarantees the full diamond content of the wheel. . . 
ires complete dependability of the diamond concen- 

ration mark on the wheel itself . . . and bears the sig- 
ture of the President of Norton Company. 

You get this certified protection with every Norton 

1mond wheel you buy. 

This is just one reason why Norton diamond wheels are 
nized as industry’s Crown Jewels. Other good reasons 
Norton leadership include: pioneering in the use of 

amonds, both mined and man-made. . . duplicating 

eel specifications with constant accuracy ...introducing 
| three diamond wheel bond types: resinoid, metal and 
trified . . . doing all its own sizing and checking of 
nonds... bringing you a complete diamond wheel line, 
ering all applications, with fast deliveries from full 
“KS. 


See your Norton Distributor for the diamond wheels 
you need certified for your protection. NORTON 
COMPANY, Worcester 6, Mass. Plants and distributors 
around the world. 


WNORTONF 


ABRASIVES 


Glaking better products... to make your products better 


W-1871 








NORTON PRODUCTS Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals — BEHR-MANNING DIVISION Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
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B.EGoodrich | 


Bang, rattle, shake— 
pipes were cracking up 


B. F. Goodrich improvements in rubber brought extra savings 


Problem: That powerful pump at left 
draws hot acid at 400 gallons a minute 
from tanks, then shoots it through big 
pipes. The pump vibration shook the 
pipes until they clanged, rattled and 
shivered, gradually cracked, leaked, 
lost corrosive acid that damaged equip- 
ment.:Pipes had to be replaced two or 
three times a year. 

What was done: The plant superin- 
tendent, working with a B.F.Goodrich 
distributor, decided to replace a short 





length of lead pipe between the tank 
and pump with a B.F.Goodrich Flex- 
seal Connector. This is a special kind 
of hose, made of thick, resilient rubber, 
which is designed to absorb the pump 
vibrations traveling along pipelines. 

Savings: At a cost of only $105, this 
B. F.Goodrich hose saved the company 
$1,000 in the first year by eliminating 
the harmful shaking that caused broken 
connections, frequent repairs, costly 
pipe replacements. Even greater savings 


will be made because the sturdy, acid- 
resisting hose is expected to last another 
two years. A coil of round steel wire, 
buried in the hose, keeps it from col- 
lapsing even under powerful suction. 
Where to buy: Y outiB.F.Goodrich 
distributor has exact specifications for 
the B.F.Goodrich hose described here. 
And, as a factory-trained specialist in 
rubber products, he cam answer your 
questions about a// the rubber prod- 
ucts B. F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Com- 
pany, Dept. M-396, Akron 18, Ohio. 


B.EGoodrich industrial products 
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Issuing 1,200 pucmase 
orders & year cost $3,600 


Overstocking ef lubricant types is a common problem in industry — 


results in a too-abundant inventory. 


Issuing 80 purchase 
orders a year r cost $240 


in many cases, surveys can narrow inventory down to several basic 


» types which perform the bulk of lubrication. 


Lubricant survey cuts cost 
of purchasing:-in this case, 93% 


Inherent waste and duplication is com- 
mon when lubricants are overstocked. 
But this is only part of the loss you 


suffer. A too-abundant inventory can 
also result in very steep costs in your 
Purchasing Department. This example 
ictually happened: 

One manufacturer estimates that it 
costs him $3 to initiate a purchase 
order. Investigation showed that it took 
some 1,200 such orders a year to main- 
tain his inventory of 100 different lubri- 
cants—or $3,600 in ordering costs. He 
instituted a survey. As a result the 
number of different lubricants stocked 
was dropped to 20. Quarterly pur- 


chasing intervals were also recom- 
mended. Purchasing cost then sank to 
a mere $240 per year—an annual sav- 
ing of $3,360. 

No wonder industry is feeling a ris- 
ing need for management planning of 
lubrication programs. Greasing a ma- 
chine is a mechanic’s job — but cost 
control isn’t. That’s why the services 
of a plant lubrication engineer are pay- 
ing off in larger plants; and even 
smaller plants are delegating lubrication 
responsibility to someone on the man- 
agement team. 

Whichever solution you choose, 
Texaco’s organization of Lubrication 


Engineers can offer specific assistance 
in all 48 States. A more detailed analy- 
sis is available in an enlightening book- 
let: “Management Practices That Con- 
trol Costs Via Organized Lubrication.” 








Write The Texas Company, Dept. P41, 
135 East 42nd Street, New York 17, 
New York. 


N. at) IN *., 
48 STATES 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, MAINTENANCE) 
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V-Belts 


with the 
Sreen Seal 


save you money 


dimensionally stable — Exclusive 3-T Cords or Moneysaving performance is built into every Goodyear 
A : V-Belt in exclusive manufacturing processes like those 
unsurpassed steel cables muscle belts that don’t shrink Miesinntadghete. Seetishls the: aaniaeaitnaemsehed 
or stretch in storage. So matched sets stay matched. Down repeatedly with special rubber latex compounds. When 
time is cut to a new low. treated at a precise tension and temperature for a pre- 
sely measured —The length you need is the cise time (the exclusive 3-T process), the cords are sta- 
: ‘ é ae Ah bilized at the point of greatest strength before being 
length you get. Mismatching failures are minimized. velit inte this lend-cakryine ciated ui Gacieenr ¥-Ouie. 
nm modulus, low in stretch — Power loss 
through “creep” is virtually eliminated. Take-ups are few 
and far between. 


ction—balanced, non-dusting — Their covers 
don’t grab or stick in the grooves. They run smoothly and 
cleanly. 

dew-inhibited — They’re safely stored and 


operated in high moisture. Stand-by drives always ready 
when needed. 


—AND IT ALL ADDS UP TO 
) trouble-free horsepower hours at minimum 
It’s reason aplenty that you should use only V-Belts 


ee 


eo 


with the Green Seal. See your Goodyear Distributor for 


ty i 
details. Or write Goodyear, Industrial Products Division, f 
Lincoln 2, Nebraska, or Akron 16, Ohio. Meee eae a ile 
to belts to 112” in length 
SIONALLY STABLE V-BELTS with the a 


THE GREATEST NAME IN RUBBER 
Compass, E-C Cord, Hy-T, Green Seal—T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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Purchasing Previews 





> THE MIDEAST AND PURCHASING—By 
and large, P.A.’s aren’t rushing to build up in- 
ventories in the wake of the Mideast crisis. Of 
course, there are some exceptions—like steel 
and textiles—but even the movements in these 
commodities are governed in part by other fac- 
tors. Most purchasing executives, are not chang- 
ing their buying plans— largely because of the 
excess production capacity of most of their 
suppliers. 


&> NEW BONDING METHOD—Scientists have 
developed a new surface treatment for joining 
fluorinated resins with metals, rubber, and plas- 
tics. The new process, using a sodium-naphtha- 
lene complex, requires only conventional ven- 
tilation and uses treating solutions that can be 
stored for long periods. 


&> CUTTING FREIGHT COSTS—Purchasing 
agents will save at least two ways by repeal of 
the 3% freight tax last Friday. First, the price 
of many raw materials and components may 
drop—especially those that have to be shipped 
several times prior to the purchase. And many 
P.A.’s will be able to negotiate more advanta- 
geous contracts with vendors who ship F.O.B. 
destination. 
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For the P.A.'s Hot File .. . 


Latest industrial developments indi- 
cate that ceramics—considered to be ex- 
tremely brittle and incapable of being 
worked after initial formation—can be 
made malleable and shaped more easily 
into useful items. Shaping has already 
been accomplished with some ceramics 
along one crystal plane, and experiments 
thus far with malleable polycrystalline 
ceramics are quite encouraging. 











> EARNING MORE MONEY—tThe typical 
middle management business executive—includ- 
ing some in purchasing—earns $11,800, says 
the American Management Association. His sal- 
ary rose 4.8% from 1957. But that industrial 
salesman sitting across the desk from you, 
whose salary is generally higher than that of 
the average consumer salesman, increased his 
pay only 3.2% in 1958. 


Detroit’s autoworkers are still 
working without a contract as 
new model time approaches. The 
results of the negotiations be- 
tween the UAW and the Big 
Three will have an effect not only 
on purchasing agents buying new 
fleets, but also on most other 
P.A.’s because of the importance 
of the automobile industry in the 
economy. 








LUBRICATED- 
FOR-LIFE 
PILLOW BLOCKS! 


NEW DEPARTURE PILLOW 

BLOCKS ARE LUBRICATED AT 

THE FACTORY...AND REMAIN 

LUBRICATED FOR THE LIFE 
OF THE BEARING! 


Throw away that grease gun! Eliminate needless 
lubrication maintenance costs! Install or replace 
with New Departure Pillow Blocks. They’re 
LUBRICATED-FOR-LIFE and effectively sealed 
to eliminate major causes of bearing failure— SACH BEAMING HAS TWO 


over- or under-lubrication and contamination by SENTRI-SEALS TO... 
dust or dirt. 


New Departure Pillow Blocks come in 31 shaft 
sizes— 4” through 27%” for a variety of applica- 
tions. You’ll find they can be interchanged with 
other makes of pillow blocks. 





Buy New Departures the next time you require 
pillow blocks for new equipment or replacement 
parts. They are LUBRICATED-FOR-LIFE. 


() 
For complete information write for brochure PBB. fl SENTRI-SEAL 
CONSTRUCTION 


Designed to provide 
Available for replacement everywhere through, United Motors highly efficient sealing 


System and its independent Industrial Bearing Distributors. path yen colons 


LUBRICANT IN! without special tools. 


1908-1958 


FORWARD FROM FIFTY ee 


NEVV EPARTURE 
DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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Straws in the Trade Wind 


> THE GOOD FIGHT—More than 100 presi- 
dents of top corporations were queried by Dun 
& Bradstreet about ways to fight a recession. 
Their answers, which point up the importance 
of the purchasing agent during these periods, 


include: elimination of waste, close control of 


costs, and preparing a good forward program 
with long-range goals at least five years ahead. 


> HIGHER WHEELS—Look for a price hike 


on the replacement tires that you’re buying for 


your company’s auto fleets. A rise of about 3% 
was made by tire companies as a result of last 
month’s wage hike of slightly over 3%. 


&> COST OF R&D—Ever wonder how much is 
being spent for research and development of 
new products and ideas? In 1953, we spent $5.4 
billion. Three years later, the figuré rose to $9 
billion. Of that amount, about $3.3 billion came 
from private industry, another $3.1 billion was 
spent by industry but financed by Uncle Sam, 
and around $2.5 billion was accounted for by 
government, educational, and nonprofit institu- 
tions. 


> MAIL ORDER PRICES DOWN—You can 
get a good advance indication of upcoming 
prices by scanning the catalogs issued by the 
big mail order houses. Fall and winter catalogs 
sent out by the four largest companies—Sears, 
toebuck, Montgomery Ward, Spiegel’s and AI- 
den’s—all show lower prices. The Sears book 
shows its goods around 1.5% lower than last 
spring, while Ward’s says its price tags average 





Joseph L. Block 
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QUOTE becccoccecsopcooocoscopesenncncsesenene 


In a plea to workers to moderate their wage demands, 
Joseph L. Block, president of Inland Steel Company, has 
presented a few facts of economic life. Writing in the 
company magazine, he notes that industrial produc- 
tivity has risen an average of 2.5% annually from 1947 
through 1957, while employment costs for industry 
have gone up around 5.5% each year in the same pe- 
riod. “Wages and salaries in 1947 were 62.3% of the na- 
tional income and in 1957 they rose to 66.7%,” he says. 
In the same period, he adds, corporate profits after 
taxes dropped from 9.3% of the national income in 1947 
to 5.6% last year. Mr. Block asserts that corporations 
must make an adequate profit, or else “the jobs of their 
present and future employees would be in peril.” 


2.5% less than a year ago. 

> CONSUMER CONFIDENCE RISING—The 
man in the street has regained the confidence in 
the economy he had last December and partially 
lost in the next few months, according to the 
University of Michigan Survey Research Cen- 
ter. Adults questioned in June indicated a 
greater willingness to buy than had been shown 
in recent months. 


&> TITANIUM ALLOY—A new titanium alloy 
for use in advanced aircraft, guided missiles, 
and space craft has been developed. The alloy is 
capable of being readily formed in “soft” condi- 
tion and then strengthened by simple thermal 
aging treatments. Some P.A.’s for airframe and 
missile manufacturers are already evaluating 
the new material. 


&> RECENT PRICE CUTS—Among the price 
cuts announced in recent weeks are these: am- 
monium nitrate by a number of major chemical 
companies; trimethylolphenol by Bakelite Com- 
pany; and silicon controlled rectifiers by Gen- 
eral Electric. 


> RETAIL PRICES UP AGAIN—After a 
leveling off period in May, retail prices moved 
upward again in June, according to the Na- 
tional Industrial Conference Board. Its index 
stood at 107.5 (1953—100), 2.9% above June 
1957. In addition, it says purchasing power of 
the consumer dollar dropped to 93 cents (1953 
$1). 
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Look what paper is doing now: 


* New: Punchless loose leaf 
* Booster for Jack Frost 
* Now: Coated heavy board 


* Why punch holes in papers you 
want to protect? Here’s a punchless 
paper holder with a unique spring 
clip that has a bulldog grip. No holes 
to punch...no holes to tear...easy 
to operate as a safety pin. No need 
to lift top papers to get the one you 


want...just lift the clip and slip the 
sheet in or out, anywhere in the 
stack. Covers are Riegel’s Pressboard 
...a tough paper that lasts longer, 
costs less, doesn’t crack, and doesn’t 
have sharp edges. Advanco Prod- 
ucts, Inc., Elmhurst, L. 1, makes ’em. 
Have you a need for paper like this? 


* Jack Frost brown sugar stays 
wonderfully soft, fluffy and fresh be- 
cause it’s packed in a special Riegel 
over-waxed, laminated glassine. 


* New Riegel facilities permit sol- 
vent or aqueous coatings on heavy 
paper up to 25 pts... for heat-sealing, 
quick release, resistance to grease, 
abrasion, moisture, etc. Want facts? 


* One of our 600 papers may fit 
your needs. Write Riegel Paper 
Corporation, Box 250, New York 16. 





% 10,000 digits a minute 
* Arithmetic’s fun for kids 
This one’ll stick you! 


* Mountains of data radioed by 
rockets. are captured photo-electri- 
cally on ultra-fast paper tape. It’s a 
strong paper with controlled con- 
ductivity, coated to receive and hold 
static charges. High surface resistiv- 
ity and rapid heat-sealing properties 
are also needed to give sharp images. 
10,000 digits must be printed each 
minute. Imposing specifications, but 
Riegel met *em. 

* Kids are fascinated by these spin- 
the-dial ““Rapid-Easy” arithmetic 


drill charts. They’re die-cut from 
Riegel’s strong, long-wearing Tuf- 
wite. We'll gladly send you one. 

* Finger-prick lancets by Becton, 
Dickinson are used once by doctor 
or nurse, then thrown away. They 
needed a convenient and inexpen- 
sive package. Perfect answer was 
this perforated strip using a Riegel 


< _ Aa 
glassine specially made for heat 
sterilization. 
»* Can we do something unusual for 
you, too? Write Riegel Paper Cor- 
poration, P. O. Box 250, New York 
16, New York. 


SS 
Now..what can we do for: you! 





2 Two-faced paper speeds 
Plastic production 


* Honey attracts too much 


>» An unusual, glassy-smooth Riegel 
paper plays an important role in 
producing adhesive coated plastic 
film. A thin vinyl coating goes on 
one side of the paper. Adhesive is 
then applied on top of the vinyl film. 
It is then rolled up for storage. 
Later, when the roll is unwound, 
a minor miracle happens. The ad- 
hesive sticks to the vinyl coating 
only, and not to the paper surface it 
> 


PartR PEELS FIRST J 
FROM STICKY AOMESIVE 


AND LATER PEELS 
from muse fue 


has been wound against. Yet in the 
next manufacturing step, the com- 
bined film of adhesive and vinyl 
peels cleanly from the paper that 
supported it, thus eliminating the 
need for a separate casting as well 
as a release paper. 

* Wheat Honeys have a delicious 
honey coating. But honey’s high af- 
finity for moisture could quickly 
spoil the delightful crispness. Na- 
bisco solved this problem with a 


sure-fire moisture barrier . . . a lami- 
nated liner of foil and special Riege: 
glassine. 

> Have you a problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 


TECHNICAL PAPERS FOR INDUSTRY 
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Special Industry Report: 


PURCHASING: A Big Job 
Gets Even Bigger 


Very few P.A.’s merely purchase. Their duties have been 


expanded to take in many more functions related to ma- 


terials management. And additional functions will be 


added in the future to make the purchasing agent’s job 


tougher and more important to his company. 


Purcuasino” will 
tually evolve into a much broad- 
er “materials management” ac- 
tivity, just as “sales manage- 
ment” has already evolved into 
“marketing management.”’ 

This prediction was made in 
the Harbridge House report an- 
nounced at the annual conven- 
tion of the National Association 
of Purchasing Agents. It’s sub- 
stantiated in this month’s Pur- 
chasing Opinion Survey (See 
page 15). Nearly three-fourths 
of the respondents see the be- 
ginning of a trend toward ma- 
terials management. And 92 per- 
cent feel that such a trend is 
desirable and would boost op- 
erating efficiency in their indus- 
try. 


even- 


Big Job Gets Bigger 
Practically all 
(98 percent) agreed that pur- 
chasing’s “sphere of influence’”’ 
has grown significantly in the 
last ten years. And this condi- 
tion seems to be borne out by 
the facts. About 77 percent of 
the respondents report directly 
to top management. (Remember 
the days when purchasing was a 
little sub-section buried deeply 
in the manufacturing depart- 
ments hierarchy ?) 
Purchasing’s broad role in ma- 


respondents 


Avucust 4, 


1958 


terials management is conclu- 
sively proved by Table I. Note 
how frequently purchasing di- 
rectors also control related ac- 
tivities like inventory control, 
material control, traffic, and re- 
ceiving and shipping. And any- 
one who still thinks purchasing 
is a rubber stamp for manufac- 
turing or engineering should 
take a close look at these sta- 
tistics: 

@ Over two-thirds of the re- 
spondents make the “final de- 


“The one in the middle is our presi- 
dent. I guess he neglected to make 
an appointment.” 


cision” on the purchase of pro- 
ductive parts and materials and 
practically all of the remaining 
one-third “influence” the deci- 
sion. 

@ Even in its weakest areas— 
office equipment and other cap- 
ital equipment—purchasing is a 
lot stronger than many people 
think. While only 10 percent of 
the respondents make the final 
decision on capital equipment 
purchases, a whopping 81 per- 
cent influence such purchases. 
The figures for office equipment 
are even more impressive—42 
percent make the final decision 
and another 52 percent influence 
the decision. 

@ Purchasing plays a remark- 
ably strong role in areas tradi- 
tionally associated with engi- 
neering — specifications, stand- 
ards, and materials substitu- 
tions. It strongly influences de- 
cisions on specifications and 
standards in 81 percent of the 
cases and makes the final deci- 
sion in 9 percent. Its role in ma- 
terials substitution is compar- 
able, the figures in this case be- 
ing 82 percent and 13 percent. 


Management Understands 

For years now purchasing’s 
big beef has been “top manage- 
ment just doesn’t understand 


11 
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WELDED [RAGIN ASS BIBS... 


4 
7 


4 


j.a major AMWELD® 


¢ 


fabricating service 


American Welding has produced thousands 
of complicated welded assemblies, which 
have satisfactorily met the stringent 
specifications for aircraft, missiles, 
submarines and atomic reactors. These 
components are welded from a wide range 
of materials, including most stainless 
grades, titanium, aluminum, and heat- 
resistant alloys. Amweld's fabricating, 
forming, and machining facilities, plus 
testing and research departments, are 
available on a subcontract or 
research and development basis. 
If you would like to obtain complete 
information on the capabilities of American 
Welding and how we can be of assistance 
to you — phone or write today. 
Our local representative will be happy to 
call and discuss your requirements. 

Write for complete 


intormation. The American Welding & Mfg. Co. 


NEW 20-page 
tatalog of : . 
Amweld Welded 460 Dietz Road + Warren, Ohio 


co” WPS TTeye 
WELDING 


Rings and 
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Inventory Control 


Expediting 


Material Control 


Traffic 


Receiving & Shipping 





Table | 


Purchasing’s Responsibilities Grow 


Activities, besides purchasing, influenced or controlled by the top purchasing executives. 


Control 


Influence 
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the purchasing function.” This 
is still true to some extent. But 
about two-thirds of the respond- 
ents reported that they believe 
top management really can “un- 
derstand and objectively evalu- 
ate its purchasing function.” 
The trend of answers here 
is particularly encouraging. 
Around 79 percent of the re- 
spondents feel that the manage- 
ment in their own company un- 
derstands purchasing; only 62 
percent feel that purchasing is 
understood in industry general- 
ly. In other words, P. A.’s are 
most optimistic about the jobs, 
they know best—their own. 
Their opinions on industry in 
general are apt to lag a little 
behind the changes that have 
taken place in recent years. 
Despite recession cutbacks, 
most P. A.’s feel they have 
enough personnel. Apparently 
more managements not only feel 
purchasing can make money for 
them, but are also willing to back 
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their opinions with hard cash to 
pay buyers’ and value analysts’ 
salaries. 

But there is still plenty of 
room for improvement. One big 
weak spot is value analysis; 
nearly two-thirds of the re- 
spondents are under-staffed in 
this key area. Also, about 30 
percent of the respondents think 
they do not have adequate per- 
sonnel to thoroughly investigate 
new purchasing procedures. And 
12 percent don’t even have suf- 
ficent personnel to maintain ade- 
quate records. 


The Future Is Bright 

The future is bright for pur- 
chasing personnel willing and 
able to take on additional re- 
sponsibilities. Respondents al- 
most unanimously agree that 
purchasing, material control, 
and inventory control should be 
integrated into a single mate- 
rials department. Most include 
traffic and receiving. In fact, 


around one-fourth also include 
production control and shipping. 

The integrated materials de- 
partment may arrive in many 
companies a lot sooner than most 
business executives think. The 
change will be brought about by 
automation—both in the office 
and the factory. The new office 
computers will require that 
paperwork be treated as a flow 
process. Materials management 
will have to be treated as an in- 
tegrated concept when proced- 
ures are designed to fit the com- 
puters; the human organization 
will eventually adapt itself to 
this realignment of paperwork. 

Automation in the factory will 
increase the pressure for a uni- 
fied approach to materials man- 
agement. Cost of material short- 
ages will advance to fantastic 
heights. Management will even- 
tually be forced to try unified 
materials management to elimi- 
nate divided responsibility with 
its inevitable buckpassing. This 
will be purchasing’s big chance. 
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Time-saving convenience. No waiting for Quick, easy handling. You don’t need a All-round protection. No matter where 
rt lengths to be cut off reels. Buy only truck to pick up the wire you need. Just 
t you need to finish up the job. throw one of these cartons in the front seat 

of your car. : 


you use chort lengths on the job, these con- 
venient Rome cartons will protect your 
wire up to the minute it is strung. 


Need short lengths of bare or 


weatherproof wire to finish up a job ? 





” e 
Pick hem up in these ‘tm  mediart Conductor | Covering Length | Package | Packaging Wor, Lbs. 





Solid | Copper | None 1000’ Spool 1 per carton 
handy Rome cartons Solid | Copper | None | 1000’ Spool | 1 per carton 
i Solid Copper None | 500° Spool 1 per carton 

| Solid | Copper | None | 500’ Spool 4 per carton 

7 Copper | None | 500’ Spool 4 per carton 























; Solid | Copper None | 300’ Spool 4 per carton 
For your convenience, Rome bare 7 __| Copper None 300’ Spool 4 per carton 
Solid Copper None 200’ Spool 4 per carton 


and weatherproof wire, Triplex and & 7 | Copper None 200’ Spool | 4 per carton 


- 7 Copper None 250’ Coil | 1 per carton 
Duplex SS cable—in short lengths Weatherproof Solid Copper | Roprene 500’ Coil 1 per carton 


™ Weatherproof Solid | Copper | Roprene 500’ Coil | 1 per carton 
—are packaged in handy cartons. Weatherproof Solid | Copper Roprene 500’ Coil | 1 per carton | 
> P . Weatherproof Solid Copper Roprene 500’ Coil 1 per carton 
Dont lug a full reel onto the job Weatherproof Solid Copper | Roprene 500’ Coil 1 per carton 
when all you need isa short length Weatherproof Solid | Copper | 500’ Coil | 1 per carton 
t Weatherproof | Solid Copper 500’ Coil 1 per carton 
to finish up the installation. Just ask Weatherproof Solid Copper | 500’ Coil | 1 per carton 
Weatherproof Solid Copper | §00/ Coil 1 per carton 
vour Rome distributor for the size Weatherproof | Solid | Copper | - 500’ Coil 1 per carton 
: f Triplex SS_ | Solid | Aluminum | Roprene 500’ Coil 1 per carton 
you need in one of Rome’s easy-to- Triplex SS 7 | and ACSR | or Rolene | 500’ | Coil I per carton 
Triplex SS | Solid " ” 500’ Coil 1 per carton 110 
handle cartons, 140 Triplex SS Coil 1 per carton 110 
Duplex SS : " Coil lpercarton | 50 
Duplex SS : Ad Coil | lpercarton | 75 


Save this ad and it 
Stream ROME CABLE 


wire and cable in short lengths. C2 Re ae Ce. OF a ee ee 
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PURCHASING OPINION 





Will Today's P. A. Become 
Tomorrows Materials Manager? 


At the recent convention of the National Association of Purchasing Agents, it 
was predicted that today’s purchasing department may well evolve into a mate- 
rials department responsible for all phases of materials management—purchasing, 
inventory control, traffic, receiving, shipping, etc. To find out if there is already 
a trend toward this concept of management, we surveyed a representative group 
of purchasing executives. Their combined answers follow. 


1. Have you as yet observed any 
trend toward a materials man- 
agement concept of organization 
embracing all related materials 
activities? 





2. Do you believe that such an 
integrated approach to materials 
management would boost effi- 
ciency and profits in your own 
industry? 





Purchasing 


Inventory Control 


Material Control 


3. What functions do you feel 
should be brought together into 
an integrated materials depart- 
ment? 


Receiving 


Traffic 


Production Control 





Shipping 
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Pees 


GENERAL CHAINS 

Cast chains including detachable, pintle, 
case conveyor, mill, transfer, log-houl, 
combination-Durobar, cast roller, ley 
bushed, and drag. Steel chains including 
detachable, Chabelco, drop forged, 
block ond bar, long-pitch leaf, and 
TableTop. 


Tp DE De T= Ty TET, 
(oe oe ee eo) 2) 


ROLLER CHAINS 
Complete line of roller chains, including 
ASA single ond multiple strand, AS A 
double pitch, agricultural, repli t, 
and PloteTop; block and leaf chains; 
STOCK and special types. 





CAST SPROCKETS 
including STOCK and order sizes, arm- 
body ond plote-body, solid and split, 
flanged rim and drum flanged, traction 
wheels and idlers. Mode of gray cast 
iron, Temperim or cast steel. 


CUT SPROCKETS 
Including single and multiple strand, with 
and without hubs, in STOCK sizes of 
Shoft-Ready, Taper-Lock, and stock-bore 
types for roller chain; also made-to-order 
sizes. Mode of steel or semi-steel, de- 
pending on type. 


BEARINGS AND TAKE-UPS 
Including the Shafer Self-Aligning Roller 
Bearing line of pillow blocks, flange 
units, cartridg= units, flonge-cartridge 
units, duplex waits, take-up units, and 
take-up one fame units. Also bobbitted 
and bronze-buched types. 


TRANSMISSION 
Including roller chain flexible couplings, 
square-jow and spiral-jaw clutches, solid 
and split set collars of malleable iron or 
steel, chain slack adjusters, and lubricat- 
ing fittings. 


ELEVATOR BUCKETS 
Cast types made of malleable iron or 
Z-metal, and fabricated types made of 
welded steel. STOCK ond order types. 
From the smallest to the largest commer- 
cial sizes for handling ail classes of 
bulk materials. 


CONVEYOR PRODUCTS 
Complete line of belt conveyor idlers— 
regular ond training, in troughing, fiat, 
and return types; welded steel pulleys; 
belt conveyor trippers and take-ups; 
belt cleaners; backstops; steel beaded 
slots; leckproof aprons and self-con- 
tained feeders. 
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ACCESSORY PRODUCTS 
Bin gates of undercut type or rack and 
pir cn type~plain and dust-tight Spray 
nozzles in a complete range of sizes 
and moterials. Chain vises ond cases. 





When you’re looking for 


What in addition to a good product do you expect of a supplier? 


You should know about CHAIN Belt warehousing. It assures 
prompt and accurate shipment of standard items from nearby 
stocks often right in your own community. 


You should know about our prompt attention to emergencies 
and specials—the proudly maintained CHAIN Belt reputation 
for producing the impossible in product or time. 


You should know about the experience and training of our 
field organization—distributors and field sales engineers. These 
men can often suggest a better component than you knew existed 
—for less money. 


Write today for CHAIN Belt’s new Catalog 610 of standard 
merchandise for mechanical power transmission and conveying 
machinery—and consider the extra values which CHAIN Belt 
offers you toward a sound and mutually profitable business rela- 
tionship. CHAIN Belt Company, 4670 West Greenfield Avenue, 
Milwaukee 1, Wisconsin. In Canada, write CHAIN Belt (Canada) 
Ltd., 1181 Sheppard Ave., East, Toronto, Ontario. 


CHAITIN! seit 


values... 
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Purchasing Opinion 


4. To whom does the top pur- 
chasing official in your company 
report? 


5. Do you believe top mamage- 
ment really can understand and 
objectively evaluate its purchas- 
ing function today? 


6. How does top management in 
your company measure the per- 
formance of its purchasing de- 
partment? 


7. Does your department have 
adequately trained personnel to: 
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Top Management 


Manufacturing 


Finance 


Yes, in industry in 
general 


Yes, inown company 


Budgets and/or 
Standard Costs 


Reports to 
Management by 
Purchasing 


Analyses of Quality 
and Delivery 
Performance 


Thoroughly check 
new suppliers 
and materials 


Develop new 
purchasing 
procedures 


Maintain adequate 
records 


Carry on organized 
value analysis 
programs 





























What you should know about 


combination for 


"Think of the “sandwich” of corru- 
gated as the built-up layers of board that 
fold to form your shipping container. 


In double-faced board, its most widely used 
form today, this “sandwich” consists of one 
sheet of corrugated medium glued between 
an outer and an inner liner. But there are 
many combinations depending on the degree 
of protection required. Different types of 
flutes (“A”’, “B” and “C”’). Different weights 
or thicknesses of liners. 


Which combination to pick depends primarily 
on your prouuct. For example, how large is 
it? How heavy ... durable? How is it nor- 
mally shipped ? 


Union Box structural engineers will be glad 
to make such a product analysis for you and 
help plan your shipping container for great- 
est efficiency and economy. 


Combining the board 


The combination determined, rolls of corru- 

gating medium and linerboard are placed on 
1. “A”-flute board the corrugator. Here, steel “teeth” form the 
2. “B”-flute board flutes, arching each one uniformly. The inner 
3. “C”-flute board and outer facings are then applied. 
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combined board for Union Boxes 


your corrugated box “sandwich”? 


AUGUST 4, 


For extra-du- 
rable cushion- 
ing, Union's 
KEMKOR  corru- 
gating medium, 
made by the 
semichemical 
process, is nor- 
mally specified. 
KEMKOR is a product of hardwood whose 
short, tough fibers combine remarkable 
rigidity with good load-bearing properties. 


Making it stick 


Adhering the inner and outer facings to the 
flutes are critical sheetmaking operations. 
Pressures, for example, must be sufficiently 
heavy to insure a durable permanent bond. 
Not so heavy as to crush and weaken the 
structure. 


Then there’s the quantity of adhesive used. 
Not enough results in a defective, prone-to- 
peel-apart sheet. Too much causes a 
“‘washboard” appearance and means that in 
order to achieve good printing some crushing 
of the flutes will occur. This crushing, while 
not always apparent to the eye, does réduce 
the overall strength of the box. 


Board components 


Even the amount of heat applied to the 
board can spell the difference between a 
strong ‘“‘sandwich’’ and an unstable one. 
Adjusting heat to the gel-characteristics of 
the adhesive requires a fine balance. Too 
much heat prevents the glue from penetrating 
the board’s fibers 
and causes a 
crystalline layer 
that breakseasily 
under stress. 
Insufficient heat 
allows the glue 
to ‘‘bite’’ but 
doesn’t cook it 
enough to cause 
gellation and 
incomplete adhesion results. That’s why it’s 
essential that heat be accurately set for glue 
characteristics and machine speed as well as 
for the weight of board being run. 


Glued for good 


These controlled processes are typical of the 
detail that goes into every operation of Union 
Box manufacture. They save time and expense 
during handling, filling and loading. They 
provide the surest kind of protective insur- 
ance for your product and your overall 
shipping investment. 


Write for new, informative booklet, ‘Manufacturing Sheets for Corrugated Boxes.” 


ae UNION BOXES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., 


Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N.J. 


Southern Division—P.O. Box 570, Savannah, Ga.; 


P.O. Box 454, Lakeland, Fla. 


Western Division—4545 W. Palmer, Chicago, Ill. 
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Your markets are as near as 


suying by telephone saves 
you time. You can keep on 
top of market conditions with 
quick answers to questions 
about prices, stocks, schedules 
and delivery dates. 

I'he telephone, is personal, 
too. It permits the kind of 
friendly discussions that get 
problems settled quickly and 


smoothly. It builds good will. 


Start using the telephone 
for your out-of-town purchas- 
ing problems today. It’s low 
in cost and gets results. 


am 


%) 
P 


BELL TELEPHONE SYSTEM 
Call by Number. It's Twice as Fast. 


your telephone 








LONG DISTANCE RATES ARE LOW 
Daytime Station-to-Station Calls 


First Each Added 
3 Minutes Minute 


Pittsburgh to Cleveland 60¢ 15¢ 
Chicago to St. Louis 90¢ 25¢ 
Seattle to San Francisco $140 40¢ 
New Orleans to New York $1% 50¢ 
Los Angeles to 
Washington, D.C. $250 65¢ 
Add 10% Federal Excise Tax 


Fot example: 
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NOW THAT WE'RE 


JIS 4 


‘J 
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you get SUPER FAST Delivery! = Swrz=uie= 


kinds of fasteners. if you 

prefer truck shipment, 

Lamson has a 1} 0-truck en- 

By the carton, case, keg or carload...no matter how you buy closed loading dock, too. 


fasteners, Lamson & Sessions now gives immediate delivery on 
most standard fastener products. 


The streamlined operations in our new plants have speeded up 
both production and delivery so we can now be there with 
“the mostest, fastest”! 


As manufacturers of the most complete line in the bolt and nut 


industry, chances are we can fill your order from stock right now! 
Try us and see. 


The LAMSON & SESSIONS Ca: 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO « CHICAGO « BIRMINGHAM 


PIECE GZ FSO 8R 
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FORGINGS...any type 


..trom Harvey Aluminum 


press, no-dratt, WHEN IT COMES To FORGINGS, REMEMBER: Harvey Aluminum makes 
any type...any size...any quantity...in all aluminum and titanium alloys. 

. - And Harvey’s completely integrated facilities give you price, delivery, quality, 
conventional, ring, and service. For more information and technical assistance on forgings, write 
ms direct to Harvey Aluminum, Torrance, Calif., or contact the nearest Harvey 

hand, smith Aluminum factory branch listed under “Aluminum” in your classified directory. 


For new free brochure, Mill Products and Alloys, 
write Harvey Aluminum, Torrance, California. 


A major independent producer of quality aluminum in all alloys and sizes: Pig, ingot, billet, 
rod and bar, pipe, tube, hollow sections, press forgings, forging stock, hand forgings, im- 
pact extrusions, electrical bus bar, structurals, special shapes, light and heavy press extru- 


sions, screw machine and other aluminum products. Similar products in titanium, zirconium, 


and steel. HARVEY ALUMINUM SALES, INC., Torrance, California. luminum 
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Washington Report 





Te Middle East crisis will alter 
the pattern of U. S. business re- 
covery. If the situation gets worse, 
industrial buyers as well as con- 
sumers will anticipate war disloca- 
tions. 

Even if there is no shooting war, 
the Middle East will not be a 
quick and easy venture for the 
U. S. It is likely to drag out. We 
will have to back up our military 
excursion with large chunks of 
economic and technical aid. 

In any event, the Middle East 
points up the need for more con- 
ventional weapons—small arms, 
tanks, aircraft. This creates de- 
mand for steel, copper and alumi- 
num. In addition, the Soviets will 
be more cautious in offering basic 
metals at cheap prices on world 
market. 


No Shortages 


However, the thinking in Wash- 
ington is that all-out—or even 
large-scale—war is not in the mak- 
ing. And no shortages are looked 
for, with the possible exception 
of spot shortages of newly de- 
veloped electronic components. 

The Middle East crisis is not a 
war situation. Also, it is not peace. 
It fits into the now familiar pat- 
tern that has been with us since 
the close of World War II. Prob- 
lems build up in an area, they 
boil over, and we have to either 
abandon the area or stabilize it. 
Each time this happens, the proc- 
ess is costly. It creates demand for 
materials and injects a new cycle 
of inflation. 

The immediate effect of the em- 
ergency is to firm up thinking that 
the recession is behind us. Wash- 
ington’s time table roughly shows 
improvement during the fourth 
quarter. Demand for steel and 
nonferrous metals will be greater, 
as the auto industry goes into its 
new models. Public reaction to the 
new models will determine the 
size of the market—and it will be 
early spring before the auto in- 
dustry picture begins to come 
through clearly. 


The inventory picture - still 
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shows a trend toward liquidation. 
The key is that overall inventories 
in the U. S. industrial and distrib- 
utive pipelines last summer had 
topped the $90 billion mark. 

Liquidation has been going on 
at the rate of $9 billion a year— 
and only in the last several 
months has it slowed down. 

The prospect is for this slowing 
down process to continue. How 
much and how fast is still open to 
question. Conceivably the level of 
inventory could work down to $80 
billion, but the odds now are 
against it. For as confidence re- 
builds, higher levels of inventory 
become more attractive. 

Middle East commitments which 
are now being made indicate a 
continued market for industrial 
supplies and consumer goods. Our 
agricultural surpluses also will be 
given to the area to prove our 
good intentions. 

The thinking in Washington is 
that the U. S. will have to prove 
its contention that we are in the 
Middle East to aid—not just for 
military occupation. This means 
gifts, money loans, and technical 
aid 

Also, our partners in the Middle 
East —Britain and France—will 
have to be supported. Here again, 
there will be a large area of sus- 
tained demand. 

This does not mean that there 
will be a quick turn-around from 
inventory liquidation to inventory 
accumulation. There will be fur- 
ther liquidation and some balanc- 
ing. As the.rate of liquidation de- 
clines, the level of industrial out- 
put will increase—and these will 
be the signs of recovery that will 
continue. to mark up plus signs in 
the economy. 


Metals Prices Mixed 


Price trends still remain mixed. 
No shortages, but a number of fac- 
tors continue to react on prices. 

In the metals field, the reluc- 
tance of the steel industry to hike 
its prices is looked on as tem- 
porary. The third quarter profit 
picture for some steel companies 





ANOTHER BIG 
REASON WHY YOU 
GET with a 


GENEROUS 
FIVE YEAR GUARANTY 


Features 
that spell value 


Dual, mechanically-operated controls 
—power failure does not affect water 
flow. 

Extra service connections—for glass 
fillers and remote fountains. 
Easy-to-clean pre-coole: 
strokes with a bottle brush. 


just a few 


® Uniform-pressure, splash-proof jet— 
for easy, natural drinking. 

® Contamination - proof — all coils 
bonded externally. 

@ 7-point thermostat— maintains water 
at temperature most desired. 

%& Generous five year Guaranty — your 
assurance of long-term dependability. 


Cordley Water Coolers 
Give You All The Advantages 
NOW AVAILABLE IN 
THREE DISTINCTIVE LINES 


Compact 
(ust 12” square) 


There’s a Cordley Water Cooler for any 
drinking water requirement. Write today for 
complete information on each model . . . plus 
data on new Cordley Hot and Cold Water 


Dispensers. . 
Ask for Catalog 58. 


Look for your 
nearest Cordiey Distributor 
in the Yellow Pages. 


CORDLEY & HAYES 
443 Fourth Avenue, New York 16, N. Y. 
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AMERICAN ANNOUNCES 


THE PAUL 
BUNYAN BOX 


Now another “first” from American Airlines that means 


better service—the Paul Bunyan Box! Conceived by 
\merican and manufactured for American by Grumman, AMERICAN 
the Paul Bunyan Box (84” x 46” x 62”) is all aluminum 


with wheels and full length hatch. It’s safer—offering far AIRLINES 
rreater protection from damage, pilferage and weather. 

t’s faster—speeding airport handling and aircraft loading. 

or information, call your nearest American Airlines Air- A IRFREIGH, T 


] reight office. CAmeneas oGading —As Airline 






— 
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will be favorable, despite a low 
rate of production. These com- 
panies reduced their breakeven 
point by process improvements, 
using high grade imported ores 
and beneficiated ores, and through 
a low price paid for scrap. 

The profit picture for the com- 
panies operating on a low break- 
even point will look pretty good. 
On the other hand, some of the 
companies were unable to take ad- 
vantage of economies—and their 
profits will be very thin in the 
third quarter. They will put pres- 
sure on the industry leaders to 
work out a price that gives them 
adequate returns. Thus, before the 
end of the third quarter, steel 
price increases are likely. 

In nonferrous metals—specifi- 
cally copper—it looks like the 
price bottom was reached. Firm- 
ing of London prices indicated 
that world market demand had 
caught up with supply and that 
prices will continue to rise. 


Aluminum Price Hike? 


Aluminum is another question 
mark. The Soviet move into the 
market touched off drops in the 
British and Canadian prices in re- 
cent months—and the U.S. was 
not far behind. Now that labor is 
getting more money, domestic 
aluminum producers are giving 
careful consideration to a price 
hike. And they’re also studying 
the possible effects of such a rise 
on purchasing agents. 

The aluminum industry will be 
very cautious in boosting prices, 
because of large supplies and 
great capacity to produce. Price 
increases in the near future are 
not in the cards. In zinc and lead, 
supply again will be the factor, 
with the outlook for a continued 
surplus. Still, prices will firm, but 
no marked increases are looked 
for. 

Chemical prices have shown no 


. 
gi 








DANGER 


FYPLOSIVES 











rirRE 


EXTINGUISHER 


HERE 














NO SMOKING 
MATCHES OR 
OPEN LIGHTS 











SMOKING 








fiard against 


20% 
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In every plant, large and small, 
fire hazards lurk in unexpected places. 
These hazards too often explode 
into the terror of a plant fire... 
destroying lives, property and jobs. 

Guard against fires... and the losses 
they inevitably bring .. . with reminder signs 
from STONEHOUSE. Alert every man in 
your plant to those potential fire dangers 
by the use of bright, easy-to-see fire hazard 
warning signs. Each STONEHOUSE sign is 
made of enduring, tested materials, and 
manufactured in accordance with 
American Standard specifications. 


= Write today for our free, full-color, 

64 page catalog of thousands of ready-to-ship 
safety signs, plus information about 
custom-printed signs to meet your special needs. 


**Signs since 
a 


1863 


indication of going up. In fact, 
price cuts of $5 a ton were an- 
nounced for nitrates—the tradi- 
tional war baby—at the same 
time the Middle East upheaval 
was brewing.—A. N. Wecksler 


SIGNS 


STONEHOUSE SIGNS, INC., Stonehouse Building, 9th ond Lorimer, Denver 4, Colorado 
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A Truckload ' 
of ees 


nce upon a time there was a Diligent Housewife. 
She was paying 8¢ a pound for potatoes. 
One day a farmer stopped by with a truckload of potatoes. “‘Lady,”’ he said, “if you 
buy the whole truckload, you can have ’em for 4¢ a pound.” 
Now, our Heroine had a nose for a Bargain. “I'll take 
them,” she said, and wrote out a check — $107.36. 
““‘Dump them in the garage,”’ she said. AS 
She lived to regret her rashness. Her Hubby was fit to be 
tied. He couldn’t get his car into the garage for 2% years. What’s 
more, Diligent Housewife always had the 
dickens of a time digging out just the right size potato. 
Besides, Hubby grumbled about how their money could be 
0 interest at the Bank if it weren’t tied up in potatoes. 


WHAT You USz ONE BY onE ° 
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Many steel users long ago learned the same lesson. 
When they need steel in small or moderate lots, 
they get it from their local steel warehouses, 

when they need it, and in the sizes they need. 
Always remember your “Service Center for Steel.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem 
At the 1958 Annual Meeting of the A.S.W.A., this Pacific Coast Steel Corporation 
message won the Producer Award for the ’ best Export Distributor: Bethlehem Steel Export Corporation 


single advertisement in the interest of America’s 
BETHLEHEM STEEL 


steel service centers. 
For More taformetion Write No. 171 on Inquiry Card—Page 32 
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PENETRATING 
CLEANLINESS 


















































helps custodians where they need heip most 


Industrial washrooms need a program of penetrating cleanliness that kills bacteria, 
suppresses odors, removes drain build-ups, even discourages waste while 
encouraging good hygiene. 


What’s involved? 

The three sensible steps of the West Protective Sanitation Program. An inexpensive 
way to help custodians where they need help most. 

What does it include? 

First, a scientific, heavy-duty cleaning of washroom facilities at regular intervals 

as traffic requires. This insures sanitary conditions. Cleans thoroughly. Destroys germs 


that cause T.B., Polio, Typhoid, Influenza and other diseases. Prevents drain 
clogging. And provides for continuous freshening of air. 


Second, training for custodians so that they know how to maintain high standards of 
Sanitation between heavy-duty cleanings. 

Third, an analysis of washroom equipment that often leads to easier maintenance 

as well as savings in towels, soap and other supplies. 


The West Protective Sanitation Program frequently prevents enough waste to pay for 
itself. Why not talk it over with a West Sanitation Specialist. Just write. 
Or call your local West office. 


WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Isiand City 1, N. Y 
Branches in principal cities « Im Canada: 5621-23 Casgrain Ave., Montreal 


Bad : Please send information on the West Protective Sanitation Program. 
Please have a West Representative telephone for an appointment. 


rong S “INC C . a 
Position ae a 


Mail this coupon with your letterhead to Dept. 15 
WEST DISINFECTING DIVISION 
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Shipment of tape for you, Charlie. How come you changed brands? 


So now you wanta run the Shipping Department! Changed because me 
and Purchasing agreed that Safetex would save us time and money. 


Knowing you, Safetex must save work, too! 


If you don’t stop yakkin’, we'll be outta tape before you get this unloaded! 














Any smart Shipping Department foreman can tell you that 
SAFETEX seals right . . . the first time, every time! For 
efficiency and economy, order the gummed tape that smart 
Shipping Department foremen want... SAFETEX! 


SAFETEX SUPERSTANDARD GUMMED TAPE 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 


For More Information Write No. 173 on Inquiry Card—Page 32 
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Use quality (ss) Stainless Steels 
... available at your steel service center 


By ordering USS Stainless Steels from a steel service center, 
you can avoid costly idle inventory and get delivery of the material 
you want... when you want it. 


Here’s your opportunity to combine the money-saving benefits 
of a steel service center with the fine, quality-controlled 
products of United States Steel. USS Stainless Steels are 
available right now, because of their strategically planned, 
wide distribution. 


Remember, as a part of the American SteelWarehouse Association, 
your steel service center has been set up specifically to 
handle your immediate steel demands. So the next time you order 


stainless from your steel service center, be sure to specify 
USS Stainless Steel. 


AMERICAN STEEL 


United States Steel 
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Orders for parts and accessories are proc- 
essed immediately, and filled from the vast 
stock at Honeywell's Central Supply Depot. 


ae by wah PRA A Slot Ror eS ue oe ae eae: 
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Reduce your instrument 
supplies inventory... 


let this Honeywell Central Supply Depot stock them for you 


You save storage and inventory control costs, 
when Honeywell stocks your instrument parts 
and accessories at this Central Supply Depot in 
Philadelphia. 


Recorder charts and inks, thermocouple wire and 
wells, extension wires, and all the other instrument 
supplies you need are stocked here. Thousands of 
different kinds of instrument parts, too. 


You can easily order whatever you need through 
your nearby Honeywell branch office. Emergency 


(iH) Honeywell 


orders are teletyped to the Supply Depot within 
minutes. Most orders are shipped within 24 hours. 


Prompt delivery of parts and accessories from the 
Central Supply Depot is but one of the many serv- 
ices that make instrumentation by Honeywell 
mean far more than just instruments. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., 
Industrial Division, Wayne and Windrim 
Avenues, Philadelphia 44, Pa.—in Canada, Tor- 
onto 17, Ontario. 





BROWN INSTRUMENTS 


Tout to Coitiol 


RIGHT WHERE 
IT COUNTS... 
THE TOOLS 


KNOW THE 
DIFFERENCE 





Users say, “Incidence of tool trouble has been reduced about 
50% since we switched to RED TIP ROD. 


A report like this doesn't happen by accident. We planned it 
that way! We made sure that the strength, quality and 
machinability of Mueller Brass Co. S-C (super-cutting) Red Tip 
Rod .. . NEVER VARIES! 


Our laboratory technicians utilize a direct reading spectrometer 
to analyze the metal from the beginning of the melt stage. A 
specially developed process cools the billets uniformly, im- 
proving internal soundness of each billet. An accurate system 
of stamping and recording each billet is a further control pro- 
cedure which assures the customer that each order for rod is 
filled from billets of identical composition; that practically no 
variance exists from one rod order to the next! Finally, statistical 
quality control histograms are employed to insure the consistent 
uniformity of Red Tip Rod. 


ak 


MUELLER BRASS CO. 
S-C RED TIP ROD 
runs better.. produces 
more uniform parts 
and products 


The uniformity of Red Tip Rod shows up . . . where it counts... 
in your machines. High cutting speeds with heavier feeds means 
higher production in your shop; close control of chemical compo- 
sition, physical structure and hardness of Red Tip Rod enables 
you to maintain consistently exact dimensions on your products. 


The end result of Red Tip Rod uniformity ... more accurate, 
uniform parts... with fewer rejects... at higher 

speed ... with less down-time for tool wear. eee 
Make your next order S-C RED TIP ROD. Pe 


Engineering data on available rod alloys, 
their chemical, mechanical and physical 
characteristics plus machinability ratings, 
is included in the booklet, “Copper Base 
Alloys in Rod Form.” Send for your 
free copy today. 





emu MUELLER BRASS Co. PORT HURON 30, MICHIGAN 
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PAYS TO STANDARDIZE ON STANSCREW 


“Ey 


Stanscrew service cuts rejects, 
speeds assembly for valve manufacturer 


A prominent manufacturer of 4-way valves for 
freon was having trouble on his assembly line. 
His fasteners, tightened to an extreme degree 
to prevent seepage of the gas, were breaking on 
too many occasions. This meant complications 
in assembly and a high reject rate—which in- 
creased production costs substantially. 

One of Stanscrew’s fastener specialists, called 
in by a Stanscrew distributor, quickly found 
the answer. He recommended a standard cap 
screw and had staff engineers work out the 
precise torque which should be applied to in- 
sure a complete seal at all gaskets, yet eliminate 
any possibility of fastener breakage. By follow- 


nll 


ing these recommendations, the manufacturer 
has eliminated the problem of fastener breakage, 
and substantially reduced his reject rate. 

Stanscrew offers over 4,000 standard fasteners 

. including a complete selection of socket, 
set, and cap screws. All are produced under 
rigid quality control methods and incorporate 
the lessons learned during 85 years of fastener 
manufacture. All 4,000 are always in stock and 
quickly available. 

For the answer to your fastener problem, call 
your Stanscrew distributor. He will have a Stan- 
screw fastener specialist promptly study your 
operation and make specific recommendations. 


STANSCREW FASTENERS 


VuUVV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HiMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 


For More Information Write No. 177 on Inquiry Card—Page 32 


PURCHASING 





\F 


Would you substitute price 


for dependability ? 


There is no substitute for dependa- 


bility when choosing a producer of 
stainless steel. 


Requirements are becoming more 
and more critical every day. Meticu- 
lous attention to every detail of pro- 


duction is essential. There can be 
no short-cuts. 

You can depend on Carlson to pro- 
duce the highest quality stainless steel 
plate; to maintain large stocks of fin- 
ished plate and heads; and to con- 
tinue a long record of efficient service. 


— 
fa 


— 


Most of all, you can rely on our 
established policy of delivering the 
highest quality stainless steel at com- 
petitive prices. And we never make 
special arrangements that deviate 


from this policy. 


(FO. GEV RESOM Ze 





Stainkus Steck Exclusively 


THORNDALE, PENNSYLVANIA 











PLATES © PLATE PRODUCTS © HEADS © RINGS « CIRCLES © FLANGES © FORGINGS ¢ BARS and SHEETS (No. 1 Finish) 
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Correct Lubrication in Action... 


Production Increased 














Removing plastic radio cabinet 


| from an injection press. Santay 

Corporation pioneered in plastics 

: if Talslale)loleh mae tohilale ME) ol alel| J 

Z ee 7 | machinery and processes. From ' 
here, intricate, highly finished . 

= — . 
i plastic products are furnished fo 

America’s most prominent 
rele) e}ilelsa-Mulelilthielas 








oO 
Complete Engineering Program Mobi ' 
Proved Petroleum Products 


SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP., MOBIL OVERSEAS OIL CO., INC. 








a7 1 » 4 no additional capital investment! 





Santay Corporation finds new ways to increase production 
of plastics products with the help of Socony Mobil 


Competition is at its fiercest in the plastics busi- 
ness. Any unnecessary overhead costs can cut the 
heart out of profits. For this reason Santay man- 
agement continually looks long and hard for ways 
to cut downtime, increase production. 

In 1954 a Mobil Correct Lubrication Program 
was installed throughout the plant. This compre- 
hensive engineering service had these results, ac- 
cording to Santay’s plant engineer: “The reduc- 
tion in downtime, three years after the Mobil 


Problem: Downtime on a key press could result in a 
loss of $250 per hour in product sales. Cause: Main- 
tenance follow-through not fully developed. Solution: 
Plant-wide Mobil Program that cut downtime over 
25% in first year. 


Problem: Matching molds on injection press worked 
out of alignment. Cause: Excessive wear on toggle 
pins and bushings. Lubricant didn’t stick to wear sur- 
faces. Solution: Mobil recommended oil that “‘stays 
put”. . . avoided $800 shutdowns. 


program started, accounted for 27.1% increase in 
production with no additional capital investment.” 

This outstanding result was achieved by close 
cooperation between Santay plant personnel and 
Mobil. Press operations were closely studied . . . 
lubrication procedures constantly improved . . . 
records prepared to show downtime and service 
frequency on every machine . . . cleanliness of 
lubricant carefully watched. All this help is yours 
when you rely on Mobil. Why accept less? 


Oil Control saves 40% on oil purchases. Under Mobil 
Program, hydraulic oil is reconditioned . . . oil 
checked regularly for viscosity and contamination. 
Result: Oil purchases kept to minimum, maximum 
machine protection assured. 


Cost Control: Every machine has its control card. 
Alert watch is kept for press slowdowns, high main- 
tenance. As a result, Santay maintenance personnel 
with Mobil assistance can move quickly to keep pro- 
duction high, costs low. 


Correct Lubrication 


Another reason You'tre Miles Ahead with Mobil! 
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WHEN IT’S MOVING .. . MAKE IT TUBING 


Republic ELECTRUNITE meets all close tolerance requirements for new Thomp- 
son Products automotive pump. Close tolerance, uniformity, ductility, worka- 
RANGE BURNER MANUFACTURER STEPS OUT with Republic ELECTRUNITE bility — four important performance requirements, all reasons why Republic 
Mechanical Tubing. Harper-Wyman Company uses it in forming light- ELECTRUNITE Mechanical Tubing is used in a new automotive hydraulic power 
weight, easy-to-clean venturi burner tubes. The company subjects ELEC- pump assembly. This pump furnishes power for power steering featured by a 
Eto a hairpin bend of 14 diameter radius, then a four-way crimp, nationally famous automobile manufacturer. Will-O-Hill Industries, Inc., Wil- 
owed by punching, notching, and welding. Uniform, predictable duc- loughby, Ohio, sub-contractor, manufacturers and specialists in close tolerance 
avoids stretch and collapse as tubing is severely bent and formed. tubular stampings, cut %{s-inch diameter ELECTRUNITE into units 236 inches long. 
Republic engineers will help you design ELECTRUNITE into your product to Each unit is rolled to form a slight groove in the center and bent to an angle 
speed production, cut costs, and improve performance. Mail the coupon of exactly 150°. Nine such pieces are used in each pump assembly. For addi- 
for facts. Or call your Republic representative. tional information, send coupon or write today. 
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Mechanical Tubing 


fabricates easily... economically... with uniformity 


Quality makes the big difference! 

Republic ELECTRUNITE® Mechanical Tubing is quality- 
controlled from ore to finished product; produced from 
highest quality flat-rolled open-hearth steel made in 
Republic’s own mills; carefully inspected to Republic’s 
rigid requirements. Republic Tubing is welded by the 
exclusive ELECTRUNITE process—a continuous electric 
weld method that unites the wall under pressure without 
the addition of foreign or extra metal. Tests prove the 
ELECTRUNITE weld is as strong or stronger than the 
original base metal. 


Among other advantages, this process assures uniform- 
ity of wall thickness, strength, ductility, concentricity, 
diameter, and physical and mechanical properties. And 
as the world’s largest producer of specialty welded tub- 
ing, Republic has the facilities, abilities, and equipment 
to tailor the tube to your end use. Republic also offers 
complete tube fabricating facilities. 

Let Republic engineers help you select the most 
economical ELECTRUNITE Tubing to meet your severe 
processing needs. Call your Republic representative or 
write today. 


REPUBLIC®=& 


STEEL 


Wolds Witleat Kange 
% Standard Steels and 
SL Froducdad 


REPUBLIC STEEL CORPORATION 

STEEL AND TUBES DIVISION 

DEPT. C-5160 

259 EAST 131ST STREET - CLEVELAND 8, OHIO 
Please send the following information: 

O Republic ELECTRUNITE Mechanical Tubing 
O) Fabricating Facilities 

C) Please have a Republic Engineer call 


Name Title 





Firm 


Address 
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information For Your Catalog Files 





ACCELERATORS 


A 12-page, 2-color brochure, Bulletin B, describes 
both Van de Greaff and linear particle accelera- 
tors. Their wide applications in industry are 
covered, such as for radiographic inspection. 


High Voltage Engineering Corp. 
Write No. 1 on Inquiry Card—Page 32 


ARC WELDING CIRCUITS 


How to keep arc-welding circuits operating prop- 
erly is the subject of a 24-page booklet. Many 
hints are given on how to reduce costs by follow- 
ing certain procedures. 


Hi-Amp., Lenco, Inc. 
Write No. 2 on Inquiry Card—Page 32 


BLOWER UNITS 


Complete specifications are contained in a 4-page 
technical bulletin on a line of blower units. They 
are equipped with spider inlet wheels. Blowers 
are for air conditioning uses. 


The Torrington Mfg. Co. 
Write No. 3 on Inquiry Card—Page 32 


CABLES (SILICON RUBBER INSULATED) 


A multi-colored booklet facilitates ordering of 
specialized electric cable installations. Properties 
of silicone insulated cables are described. They 
are designed for 200 C temperatures. 


National Electric Products Corp. 
Write No. 4 on Inquiry Card—Page 32 


CIRCUIT BREAKERS 


Bulletin SD-100 devotes 16, two-colored pages 
to QO circuit breakers. Information is also sup- 
plied on load centers and panelboards. Tables 
help to choose the proper type equipment. 


Square D Co. 
Write No. 5 on Inquiry Card—Page 32 


CLUTCHES 


Electrically-operated devices for engaging and 
disengaging gears and drives are described in 
catalog, No. 6304-1A (20 pp). Torque capacities 
of clutch designs range from 1.8 to 13,000 ft/lb. 
I-T-E Breaker Co. 


Write No. 6 on Inquiry Card—Page 32 


PHOTOSTATIC, PHOTOGRAPHIC SERVICES 


A comprehensive guide covers services available 
to buyers of photostats, slide preparation and 
photographic services. The book contains a series 
of charts to help plan a visual presentation. 


Admaster Prints, Inc. 
Write No. 7 on Inquiry Card—Page 32 


PYROMETERS, THERMOCOUPLES 
A 16-page catalog deals with a line of precision 
matched units. Instruments can be used inter- 
changeably with any pyrometer or thermocouple 
thermometer for monitoring high heat operations. 


Raymond F. McHugh & Sen 
Write No. 8 on Inquiry Card—Page 32 


STAMPING METAL 


A data file gives full particulars of chromium- 
molybdenum alloyed gray iron. Applications of 
this metal alloy in the stamping industry, espe- 
cially for drawing and die forming, are high- 
lighted. 

The Advance Foundry Co. 


Write No. 9 on Inquiry Card—Page 32 


THERMOMETERS 
Specifications and prices of a line of helix-actuated 
thermometers are supplied in catalog, No. 225C. 
Models have 3” and 414” diameter dials. Instru- 
ments respond fast to temperature changes. 


Moeller Instrument Co. 
Write No. 10 on Inquiry Card—Page 32 


TRANSFORMER 
A 2-color, illustrated catalog (12 pp., 842” x 11”) 
describes an over-all self-protected transformer. 
Cut-away photos and 6 pages of drawings supple- 
ment text in pointing up the equipment’s features. 


Delta-Star Electric Div. 
Write No. 11 on Inquiry Card—Page 32 


TRUCKS (FORK LIFT) 
Chief 3 points in buying fork trucks are discussed 
in a 12-page booklet dealing with units of up to 
2000 Ib capacity. Points emphasized are: per- 
formance; ruggedness; serviceability. 
Hyster Co. 


Write No. 12 on Inquiry Card—Page 32 
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for stronger, neater fastenings... 
the new P-K RIMGUARD* 
WELD 
“ss SCREW 


AMAA 


——_ J 


= 


NEW... RIMGUARD controls and guards quality of the weld. Rim construc- 
tion limits amount of pressure that may be applied during fusion—reduces 
amount of current required—minimizes burning or discoloration—substan- 


tially minimizes “‘spatter’’ and “‘flash’’. 


NEW . . . 4-PROJECTIONS assure proper weld area necessary to develop the 
full strength of the fastening. P-K° Rimguard Weld Screws are available 
with projections on top of head (Type WS-T) or with projections under 
the head (Type WS-U). 


| ORDINARY weld 
screw— Since fusion 


S complete is uncontrolled, weld 


2 
head of the screu 4 in is not uniform. Note 
with the work. This +7 ee thr the possibility of 
is d aches | ‘ ; corrosion due to 
moisture condensation 
in space between 
head and work. 


Ask your P-K Distributor for samples and complete information, or write Parker-Kalon direct. 


P ARKER-KALON Bimcuara wera screws 


PARKER-KALON DIVISION, General American Transportation Corporation, Clifton, New Jersey 
See the Rimguard Weld Screw in P-K’s Booth #739—at the Design Engineering Show—Chicago—April 14-17/*Patent Pending. 
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. now your distributor can supply both 


OR SINTERED 
BRONZE 








FIRST AWARD 
SP ee J, For Advertising Excellence 
eee Distributors Associations 

1952 1956 1958 
There are many times when 
one bearing in hand is worth 
a thousand at the factory. Bunting’s complete 
line of both Cast Bronze and Sintered Oil Filled 
Bronze Bearings and Bars and Bunting’s complete 
national distribution through leading 
wholesalers solve practically all bearing 
problems instantly everywhere. 


. buy Bunting Bearings from your Bunting Distributor 


Your Bunting distributor is listed in the classified 
section of your telephone directory usually under 
Bars—Bronze, and Bearings—Bronze. Two Bunt- 
ing factories and eleven Bunting Branch Ware- 
houses expedite distribution in all areas. Ask your 
loca] Bunting distributor or write for catalogs. 


SC Ong rag cee cee ea : ppm ge 47 
4 7 re Lal “eta oh oe . 
_ \ Re <» i. % 


BUSHINGS, BEARINGS, BARS, AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL Catalog No. P-56-Sintered Bronze 


Ask for Catalog No. 52-Cast Bronze 


THE BUNTING BRASS AND BRONZE COMPANY « TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 


For More Information Write No. 183 on Inquiry Card—Page 32 
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Catalog Files 





RUBBER (SYNTHETIC) 


A 40-page multi-colored cata- 
log, copiously illustrated, re- 
views synthetic rubbers in 
general. In particular, the 
booklet deals with the types, 
properties and uses of Plioflex 
rubber. 

The Goodyear Tire & Rubber Co. 


Write No. 13 on Inquiry Card—Page 32 


SCREW MACHINE BLANKS 


A technical bulletin, Fact File 
No. 1, gives design, production 
and application data on screw 
machine blanks. These blanks 
enable hydraulic pump pistons 
to be manufactured to close 
tolerances. 


National Screw Machine 
Products Association 


Write No. 14 on Inquiry Card—Page 32 


TEFLON ROD STOCK 


Teflon rod stock is the subject 
matter of Fact Sheet No. 1. 
The 4-page brochure supplies 
available sizes, engineering 
data, tips on machining and 
typical uses of the rod stock. 

Chemplast, Inc. 


Write No. 15 on Inquiry Card—Page 32 


TOOLS (FORM) 


Catalog No. 58 (16-pages, 2- 
colors) lists over 1500 items in 
the field of circular form tools 
and blanks. Hints are given on 
the correct cut-off tool to use 
to save part material. 


Soom Tool Co. 
Write No. 16 on Inquiry Card—Page 32 


TOOLS (POWER) 

A pocket-size (5” x 6%”) 
catalog, No. 85, devotes 47 
pages to listing and describing 
power tools of every descrip- 
tion. Specifications cover both 
electric and air operated port- 
able units. 


Thor Power Tool Co. 
Write No. 17 on Inquiry Card—Page 32 
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Cold ...or colder 


—w 


* 


ICE-TITE AND COLD-PROOF ADHESIVES 


Bottle labels and frozen food containers require adhesives which must 
resist either ice-water or extreme cold in packing, storage, shipping and 


handling. Only in this way can the consumer be assured that he is getting f 
the brand he wants, in good condition. If shoppers recognize the brand 

and are satisfied with the appearance of the bottle or package —they will a 
buy, and buy again. ad. 
The adhesives used in this type of packaging must also perform efficiently 

and economically on packaging machines. 

ARABOL Adhesives are specification-formulated for dozens of other 

requirements—in the making, packaging, labeling and shipping of the prod- 

ucts of industry. Specification adhesives —to meet each of your require- 

ments—cost little more (and sometimes less) than run-of-mill adhesives. 


We invite the opportunity to submit formulated samples —for tests to be 


made in your own plant—under your own particular working conditions. 

That is the one kind of testing that assures you of satisfactory results. YEARS OF 

Our fourteen plants and warehouses —plus four laboratories—are your AY iy/ 
assurance of service and delivery. It is our privilege to serve the leaders, PIONEER Gi THE 


as well as hundreds of small users. May we send you a helpful booklet 


listing 23 basic specifications for adhesives? Kindly address your inquiry MAKING OF ADHESIVE? 


to Department 16. 


THE ARABOL MFG. CO. o nationwide organization serving major users of industrial adhesives 
EXECUTIVE OFFICES: 110 East 42nd Street, New York 17, N.Y. * CHICAGO « SAN FRANCISCO « LOS ANGELES @ ST. LOUIS © ATLANTA © PHILADELPHIA 
BOSTON * PORTLAND, Ore. * ITASCA and McALLEN, Tex. «© CINCINNATI © DENVER © TAMPA ¢ LONDON, Eng 
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Ullivelann 


Class 3 Fit 


BOLTS 
US 


TITANIUM 


Carbon Steel 
Alloy Steels 
Stainless Steels 
Silicon Brome 
Naval Brass 
Monel Metal 


You can depend on 
a uniform Class 3 
fit if required 

when you buy 
Pawtucket 

threaded 

fasteners. 

Standard items 

or specialties — 

all Pawtucket 
products are © 
accurately made in 
standard dimensions 
or to your 
specifications. Heat 
treating with 
precision-controlled 
modern equipment. 


it 


CN) amg 


BETTER BOLTS SINCE 1882 


PAWTUCKET 


(p) MANUFACTURING COMPANY 


f 2 foe Pine St. + Pawtucket, R. 1 
THE PLACE TO SOLVE YOUR BOLT PROBLEMS 
T.M. REG. 
“The Bolt Man’ 


For More Information Write No. 
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Letters To 


The Editor 





FIGURES AND CURVES 


In your May 26 issue you pub- 
lished a nice assortment of curves 
showing the prices of various 
commodities during the last 12 
months. 

Per chance, do you have simi- 
lar curves that go back much 
further into history, say for 10 
years? 

If these are available, we should 
very much appreciate receiving 
those on copper and secondary 
aluminum. 

H. P. Richter 

D. W. Onan & Sons Inc. 

Minneapolis 14, Minnesota 
e We're pleased that reader 
Richter liked our assortment of 
curves. Unfortunately we have 
not been publishing this informa- 
tion for 10 years aryl so do not 
have it in our files. We suggest 
as a possible source for this in- 
formation the American Metal 
Market, New York City. 


SALESMEN’S CALLS 


We have a reprint of an article 
entitled, “Scheduling Salesmen’s 
Calls” by Julian Davies, which 
appeared in the November, 1956 
issue of PurRcHASING Magazine. 

We would like to reproduce this 
article for internal distribution 
and request permission to make 
copies of this presentation. 

Please advise whether or not 
your magazine will permit us to 
use your material in this way. 

Gerrard R. Hickey 

Whitehead Metal Products Co., 

Inc. 

New York 14, New York 
e Permission to reprint articles in 
this way is almost always granted. 
All we ask is that prior approval 
be obtained. 


N.A.P.A. MEMBERSHIP 


I would appreciate learning 
from you the correct procedure 
for becoming a member of the 
National Association of Purchas- 
ing Agents. 


I would like to know if you 
have a chapter in Silver Spring, 
Maryland or is it necesssary to 
belong to the District of Columbia 
chapter? 

John P. Callahan 

Purchasing Agent 

Fisher Scientific Company 

Silver Spring, Maryland 
e PURCHASHING is an independent 
magazine, not the official organ 
of any association. However, we 
do report the meetings and pro- 
ceedings of the national associa- 
tion as fully as space permits be- 
cause of the value it affords mem- 
bers an,l non-members alike. Any- 
one interested in joining one of 
the local chapters located through- 
out the United States or Canada 
should write: Howard G. Ahl, 
executive secretary - treasurer, 
National Association of Purchas- 
ing Agents, 11 Park Place, New 
York, New York. 


ANOTHER SERVICE 


On page 53 of the June 9 issue 
of PurcHAsSING Magazine, under 
the headline, “Purchasing People 
in the News,” you have an item 
about Robert E. Tucker. 

Mr. Tucker has been a personal 
friend of mine for many years and 
during the last two or three years, 
I lost contact with him. After see- 
ing the item in your magazine, I 
sent a letter of congratulations to 
him. I very much appreciate your 
giving me the opportunity to get 
in touch with him once again. 
Jerry Krandall 
Abrasive Dressing Tool Company 
Detroit 3, Michigan 


e We are extremely pleased to 
have been the cause of two old 
friends getting together again. It 
is just another of the ways we 
carry out the pledge made in our 
first issue, over 43 years ago: 
Everything we do or print is cal- 
culated to instruct, improve and 
interest purchasing agents. 


READ AND RE-READ 


This will tender somewhat be- 
lated, but nonetheless sincere, 


PURCHASING 





MAKE SURE YOUR SHIPPING RATES COVER 
DOOR-TO-DOOR 
DELIVERY 








RAILWAY EXPRESS COMPLETE SERVICE 
can mean great savings in time and money 


Many so called “bargain” carriers quote prices 
which do not include complete service. With 
Railway Express you know you get door-to- 
door delivery. Your shipments are picked up 





and delivered at no additional cost within REA 
vehicle limits. This plus many other advan- 
tages assures you the fastest possible shipping 
at the lowest possible cost. 


HERE ARE DOWN-TO-EARTH acts on RAILWAY EXPRESS SERVICE 


Widest 


Railway Express serves some 23,000 communities to give you mass 


Coverage—  distribution—with one company responsibility. You reach every major 
market in the U. S., and with REA World Thruway Service—most 
every major market abroad. No worries about delays and divided 
responsibility in transferring between two or more carriers. 


Special Low 


Railway Express offers special low commodity rates on ready-to- 


Rates— wear merchandise, graphic arts materials, hosiery, shoes, drugs, 
import-export traffic and for many other categories. Call your near- 
est Railway Express Agent. He’ll tell you why— 


THE BIG DIFFERENCE IS RAILWAY EXPRESS 


Aucust 4, 1958 
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There’s a Thermoid Hose 
for every job 


SS 
—_ 
¥ 


th 





= 
Cut conte wi And for your job, too! 
Thermoid Conveyor Belting ... 

You'll find Thermoid has a hose 
that wears better, lasts longer, 
stays ‘“‘on the job’ to save you 
time and money. Each Thermoid 
Hose is built to do a specific job 
best. The same is true of Thermoid 
Conveyor Belting, Multi-V Belts 
and Friction Materials. Call your 
local Thermoid Distributor today. 


and Thermoid Multi-V Belts 


). "Ba thermo 


Thermoid Company 
Trenton, New Jersey 
Nephi, Utah 








Letters 


congratulations to you and Mssrs. 
Welch and Van de Water for the 
interesting and provocative arti- 
cles on purchasing policies and 
manuals in the March 31 issue. 
They have been read and reread. 
We consider PURCHASING to be 
one of the most useful journals. 
E. O. Jones 
Associate Director of Purchasing 
Ethyl Coporation 
Baton Rouge 1, La. 


SUB-CONTRACTS 


We would like to know whether 
there are any texts or possibly 
U. S. Government publications on 
the general subject of sub-con- 
tracting, with specific references 
to time and material arrange- 
ments, contract forms, etc. 

Your assistance in connection 
with the above will be apprecia- 
ted. 

I. Jacobson 

Purchasing Agent 

Nuclear Development Corp. 

White Plains, N. Y. 
e The armed services has a set 
of regulations called the A.S.P.R. 
(Armed Services Procurement 
Regulations) in which govern- 
ment procedures on various types 
of contracts is discussed. To pro- 
cure a copy, we suggest that you 
check either with your contract- 
ing officer, if you’re doing govern- 
ment work, or with a local mili- 
tary procurement officer. 


INVENTORY TABLES 


Thank you very much for the 
copies of “Inventory Control Sys- 
tems and Tables” by D. C. Grebe 
and J. R. Zwerle which are in 
use at St. Regis Paper Company. 
This is very valuable information 
and it is much appreciated. 

A. L. Pomeroy 

Purchasing Agent 

Howard Smith Paper Mills 

Limited 

Cornwall, Ont., Canada 
e We still have a very few copies 
of this excellent reprint available 
and will be more than happy to 
send a set, without charge, to 
anyone requesting a copy. 
For More Information Write No. 187 
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NATIONWIDE... 
FROM AIRCO 


Air Reduction gases, among them oxygen, nitro- 
gen, argon, hydrogen, helium and carbon dioxide 
are vital commodities in the metal-working 
industries. 

In other industries, too, Air Reduction gases 
are playing an important role—food processing, 
electronics, steel, aircraft and missiles, and 
chemicals. 

To all industries, Air Reduction supplies gases 
in whatever quantity needed, and in whatever form 
—gaseous or liquid. (Except hydrogen—available 
in gaseous form only and helium also available 
in liquid form currently on West Coast only, else- 
where in gaseous form.) Air Reduction industrial 
gas specialists, with years of practical experience 
and technical training, are at your service to help 
you make the most efficient use of industrial 
gases. Ask the Airco representative in your vicinity 
to show you why your gas requirements are best 
served by Air Reduction. 


Air REDUCTION SALES COMPANY 





Corporation 
A division of Air Reduction Company, Incorporated ana 

150 East 42nd Street, New York 17, N. Y. r Reduction Canada Limited 
All divisions or subsidiaries 
of Air Reduction Company, inc 





AT THE FRONTIERS OF PROGRESS YOU'LL FIND AN AIR REDUCTION PRODUCT °* 
AiIRCO t ‘ * AIRCO CHEMICAL 


© PURECO rade : 1 ("DRY * OHIO-+ 
nt * NATIONAL CARBIDE * COLTON-; nd other synthet 





With Airco’s 
Multiple - Torch 


is 


~ 


Whether it is the warehousing of steel parts for supply to elimination of plate-edge preparation for close fit-up, re- 

metal-fabricators, or the production of parts by fabricators duced handling and reduced labor costs... 

for assemblies and end products, multiple-torch flame cut- Quality cuts with Airco machines are obtainable on a 

ting today plays a role of growing importance in modern wide range of steel thicknesses for an unlimited variety of 

industry. shapes. For information about the Airco cutting equipment 
“Machine quality” means close-tolerance cuts with equip- best suited for your job, call your nearest Airco District 

ment such as Air Reduction’s Travograph® (shown in Office, or write for literature. 

action), just one item in Airco’s extensive line. It means 


On the west coast — 
Air Reduction Pacific Company 


Internationally — 
Airco Company International 


AiR REDUCTION SALES COMPANY a Products Corporation 


In Canada — 
A division of Air Reduction Company, Incorporated Air Reduction Canada Limited 


3S 150 East 42nd Street, New York 17, N. Y. All divisions or subsidiaries 
Offices and dealers in of Air Reduction Company, Inc. 
most principal cities 


AT THE FRONTIERS OF PROGRESS YOU'LL FIND AN AIR REDUCTION PRODUCT ©* Products of the divisions of Air Reduction Company, Incorporated, 
AIRCO — Industrial gases, welding and cutting equipment * AIRCO CHEMICAL — vinyl acetate monomer, vinyl stearate, methyl butynol, methy! 

nd other acetylenic chemicals * PURECO-carbon dioxide—gaseous, welding grade CQOx, liquid, solid (‘‘DRY-ICE'') * OHlO-medical gases 

| equipment * NATIONAL CARBIDE-pipeline acetylene and calcium carbide * COLTON—polyviny! acetate, alcohols, and other synthetic resins. 
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Joseph Smindak (right), Plant Engineer, Coffee Instants, Inc., Flushing, N.Y. Left, 
Michael De Piano, N.Y. representative, Cooper Alloy Corp. Foreground, Cooper 
Alloy 1” stainless Union Bonnet Globe Valves. 


SMINDAK of COFFEE INSTANTS, INC. 


Tells why he specifies Cooper Alloy 
for stainless steel valves and fittings 


Q. Mr. Smindak, why does Coffee Instants, one of the 
nation’s leading instant coffee processors, use stainless 
valves and filiings in processing their product? 

A. To protect product purity, a must with us as with 
most other food processors. Contact with other metals 
can degrade flavor and aroma; stainless steel does not. 
Q. Why Cooper Alloy? 

A. Because of the special Cooper Alloy construction 
features I find combined in no other brand. On these 
Cooper Alloy union bonnet globe valves, for example, 





EXTRA-DEEP STUFFING BOX holds 
minimum 6 turns Blue African asbestos 


UNION BONNET JOINT eliminates 
problems found in screwed-in bonnets 


RETAINED RENEWABLE DISC 
for tight seal and long life 


COOPER ALLOY Figure 15RD 
Globe Valve, inside screw 
rising stem, 200-Ib. service, 
screwed ends, renewable re- 
tained disc of composition 
you specify. 


we like the ease of operation and the low maintenance; 
the fact that it removes a threaded joint from product 
contact; and in particular, the extra-deep square- 
compression stuffing box which reduces maintenance, 
gives a tighter seal at stem. Then too, the excellent 
service we get from Cooper Alloy sales people and 
distributors. 


Q. You don’t find these features in any competing valve? 
A. Frankly, not one has them all. That’s why, for our 
stainless valves and fittings, we insist on Cooper Alloy. 


YEARS AHEAD iN DESIGN SUPERIORITY! No matter what 
your valve type—globes, gates, angles, checks, or Y’s—the Cooper 
Alloy model's outstanding design features will be important to you. 
Cooper Alloy, with 35 years of pioneering experience in stainless 
steel, does not merely adapt existing brass and iron valve patterns; 
it creates valves designed to be cast in stainless! Check the special 
design features of valve shown at left. 


As the little CA man below issaying: “‘ You Can Tell A Cooper Alloy 
Valve As Far As You Can See It!’ Write today for your copy of our 
folder ‘“‘Design Factors In Stainless Steel Valves.’’ The Cooper Alloy 
distributor near you will be glad to show you the complete line of 
Cooper Alloy valves and fittings, and their advantages. He can serve 
you promptly from local stocks. 


COOPER (“3 ALLOY 


Corporation «+ Hillside, New Jersey 
VALVE & FITTING DIVISION 


THIRTY-FIVE YEARS OF STAINLESS STEEL PIONEERING 
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Purchasing People in The News 





Two appointments in the pur- 
chasing department have been an- 
nounced by International Min- 
erals & Chemical Corporation, 


Chester F. Teeple 


Chicago, Illinois. Chester F. 
Teeple has been named director of 
purchasing and S. Arthur Four- 
nier has been made purchasing 


S. Arthur Fournier 


agent in charge of central buying. 
Mr. Teeple joined the company 
in 1952 as assistant general pur- 
chasing agent and became pur- 
chasing agent for field buying in 
1957. Since April of this year he 
has been assistant director of pur- 
chasing. Mr. Fournier joined the 
industrial sales staff of the com- 
pany’s Potash Division in 1952. 
He was promoted to district sales 
manager in 1957, the position he 
has held until his recent appoint- 
ment. 


A scholarship providing profes- 
sional training in the purchasing 


field at Illinois Institute of Tech- 
nology will enable an Elmhurst, 
Ill. youth to follow in his father’s 
footsteps. 

The full-tuition scholarship has 
been awarded to George S. Bovis, 
the son of Mr. and Mrs. James 
Bovis, Elmhurst, [llinois. The 
senior Bovis is head of purchasing 
at Hupp Aviation Co., Chicago. 

The scholarship provides a four- 
year course of study under Illinois 
Tech’s unique management pro- 
gram leading to a bachelor of 
science degree in business and 
economics with a purchasing op- 
tion, according to Dr. Pierce 


George S. Bovis 


Davis, chairman of the business 
and economics department. 

A pioneering educational pro- 
gram, the management curriculu- 
lum for the professional education 
of purchasing executives was de- 
veloped at Illinois Tech in 1953 
in cooperation with the Purchas- 
ing Agents Association of Chicago, 
an affiliate of the National Associ- 
ation of Purchasing Agents. 

The award was presented to 
Mr. Bovis by Richard B. Berry, 
deputy purchasing agent for the 
City of Chicago and chairman of 
the education and _ scholarship 
committee of the Purchasing 
Agents Association. 


Ottis O. Albritton has been 
elected chairman of the Purchases 
and Stores Division of the Asso- 
ciation of American Railroads. 


Mr. Albritton, who is vice presi- 
dent-purchases and stores of the 
Illinois Central Railroad, succeeds 
John S. Fair, Jr., Philadelphia, 
general purchasing agent of the 
Pennsylvania Railroad. Named to 
replace Mr. Albritton as vice 
chairman was Edwin A. Bromley 
of Montreal, Canada, vice presi- 
dent-purchasing and stores of the 
Canadian National Railways. 


Alex N. Telischak has been pro- 
moted to general purchasing agent 
for the Thomas A. Edison Indus- 
tries, West Orange, New Jersey. 


Alex N. Telischak 


Mr. Telischak succeeds Valentine 
M. Meade who has retired from 
the company after 46 years of 
service. Associated with the firm 


Valentine M. Meade 


since 1940, Mr. Telischak has been 
assistant general purchasing agent 
for the past four years. 
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Bearings from our 5 plants arrive at our huge, new Shipping Center every day—and are 
moved efficiently to and from the storage area on an ultra-modern conveyor system. 


NEW SYSTEM PUTS YOUR ORDER FOR TIMKENS 
BEARINGS ON YOUR DOCK FASTER THAN EVER 


We've developed a revolutionary new system in warehousing, 
order processing and shipping that gets your Timken® bearings 
to you faster than ever. The system is based on integration of 
the latest electronic computer with a new $3,000,000 shipping 
center at Bucyrus, Ohio. Here’s how it reduces processing time for 
your order. You get an acknowledgement and shipping date on 
most orders within 24 hours. It cuts shipment and invoice prepa- 
ration time. It sends your order of bearings up to 14” O.D. com- 
plete from one shipping point, consolidates your orders having 
the same shipping date. By controlling our production, it helps 
assure delivery when promised. And it gives you almost unlimited 
supply of tapered roller bearings from our normal inventory of 
over 12 million bearing parts. For fastest service, buy ““TIMKEN”, 
now more than ever your No. 1 bearing value. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable address: ““TIMROSCO”. 


When you buy Timken® 
bearings you get... 


. Quality you can take for 


granted 


. Service you can’t get any- 


where else 


. The best-known name in 


bearings 


4. The pace setter in lower 


bearing costs 


mal 





can 

you afford 

to gamble 
with quality 
on parts 

like these? ... 


BREAKER-POINT BODY 


for automobil: 


DISTRIBUTOR BAR 


for automobil: 


engine distributor 


eh | 
@ 


ACTUAL SIZE 
(produced in one operation on high- 
speed multi-slide equipment) 


Our customer list always 
includes world leaders 
in electrical and 
electronic products. 


They depend on us year-in 
and year-out for stamped 
parts to match the 

quality they build into 
their products. 


They refuse to gamble! .. . 
Can you afford to do so? 


DETROIT STAMPING 


COMPANY 


Established 1915 
408 Midiand Ave. + Detroit 3, Mich. 


America’s Leading Job Stamping Manufacturer 


Depend on Detroit! 
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Aps IN Purchasing get the 
same close attention as the news 
and methods articles do. And 
analytical P.A.’s want to know 
why when they spot something 
that doesn’t seem quite right. 

Keen-eyed reader F. J. Martin 
of the Motor and Control Depart- 
ment of Canadian General Elec- 
tric demanded an explanation re- 
cently of an SKF ad (April 14 
issue). It showed an SKF sales- 
man stepping out of his car carry- 
ing about 18 boxes of bearings. 
His faithful St. Bernard stood by 
with an SKF box hanging from 
his neck. 

“Are those bearing boxes 
empty” asked Mr. Martin, “or is 
the man carrying them excep- 
tionally strong. I would guess 
there are approximately 200 to 
250 pounds of bearings in those 
boxes if they’re full.” 

Our Vice President in Charge 
of Pressing Problems immediately 
wrote Mr. Martin. We do not 
censor ads, he said, unless they 


Irs A SMART vendor who's 
unhappy when he can’t cut costs 
for purchasing agents. McKinney 
Manufacturing Company, Pitts- 
burgh hardware makers, has 
started a regular campaign of 
“crying the blues” to customers 
to make it easy for McKinney 
to save on transportation costs. 
To every invoice where the total 
weight of the order does not per- 


are blatantly immoral, illegal, or 
against purchasing agents. The 
man in the picture, he declared, 
is probably one of those boastful 
engineers. Or perhaps the box on 
the St. Bernard carries something 
that often drives men to greater 
heights than expected — good 
Canadian whiskey for example. 
Mr. Martin’s letter and our reply 
were forwarded to SKF. 

R. G. Moore, SKF’s advertising 
manager, has closed out the case 
with a simple and reasonable ex- 
planation: “We plead guilty! The 
boxes are empty. The photo was 
designed to convey some idea of 
the depth of our product line and 
bring to the attention of purchas- 
ing agents the services of our field 
engineers. As we are aware of the 
thousands of advertisers who also 
are directing their messages to 
the purchasing agent, we have 
striven to make our efforts stand 
out by employing a “light” ap- 
proach in what we feel is an in- 
teresting technique.” 


mit the firm to economically ex- 
tend a freight allowance attached 
is the little note shown below. 
Helping P.A.’s, McKinney will 
help themselves at the same time. 
More larger orders mean fewer 
small ones. This cuts handling 
costs, since it usually takes just as 
long to process an order below 
the freight allowance as it does a 
larger shipment. 








We're unhappy because... 


This order when shipped was not heavy enough to earn 
for you customary freight allowances. Freight allowances 
are based on minimum shipments of 200 pounds. Won't 
you please take this into consideration when you place 
your next order. 


McKINNEY MANUFACTURING CO. 


PuRCHASING 





Some PURCHASING agents a 
are well-adjusted, others malad- 
justed. Some are neurotic, others & 


non-neurotic (or is there such a 
thing?). But whatever their state, 
large numbers of them got enough 

of a kick out of the cartoon used i:{e) 4 ROW ay ha s 
in our article “Are P.A.’s Neu- 
rotic?” (May 26 issue) to ask for O F KALAMAZOO 
a copy of it. There are a few 
copies suitable for framing left. A STEEL 

lance at it when the pressures & ee oO #* 

—e to mount will give you the E Q U I P M t % T 
inner strength to carry on bravely. 
Write to Editorial Department, 


Purchasing Magazine, 205 E. 42nd 
St., New York 17, N.Y. 


“Let's start at the beginning. What made you decide to be 
come a purchasing agent in the first place?” 


the NEWEST valve in 


* « 
e 

steel shop equipment 
Car.ey ADAMS, manager 
of purchasing service for General genes 
Electric is urging purchasing to 
; : % SHOP touipmens SEND FOR CATALOG .... space here does 
jump out in front in G.E.’s Opera- not permit us to tell you about the features 
tion Upturn. You can do more of this outstanding shop equipment value. 
than anyone else” he wrote all 


) 
sr But in a few words, we want to impress you 
P.A.’s recently, “in helping your » 7 o~- with the fact that Borroughs Shop Equipment 


department participate in the = is sturdy—functional—good looking—quality 
company’s goal to build sales and ° built and economically priced. It’s a great 
: : ’ : “a value. So before you buy any t or moke 
jobs in °58. Part of this oppor- i = 2 y oe 
tunity can be realized by getting cP x 
at least an additional 2% cost re- — ad a 
a se 

duction over your present goal.” 

Such action, Charley writes, 


would: clearly demonstrate the cut your steel shelving costs 
type of purchasing job you can 


Ae teste iaiiiais suschating’s with Borroughs Steel Shelving! 


effect on company profits; clearly pai 
: P The “number 1” shelving value because it is the fastest erected shelving on the 
make a contribution to the pro- 


. - , market, and no other shelving offers more money-saving features. Send fo talog. 
fessional status of purchasing. . . , _—- 


The punch line is good advice 


for anyone in purchasing: “You'll S oO Pr’ R oO a c: ke % 

never know until you try. Ask the MAN JFACTURING COMPANY 
next vendor that comes in for a OF KALAMAZOO 

2% reduction as his part in Oper- A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


ation Upturn. You may be sur- 3014 NORTH BURDICK ST. a KALAMAZOO, MICHIGAN 
prised with the results.” . 


of steel shop equipment, get the Borroughs 
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rp GUIDES TO GOOD 
» FILING RESULTS 


Each of these trademarks on a file is a guarantee of 
satisfaction. 


None of them ever appears on a file until our 
quality control inspectors are satisfied that the file 
deserves it. It doesn’t take much for one of these 
cold-eyed policemen to turn a file down. 

As they guard the reputation of Nicholson, 
Black Diamond and X.F. Swiss Pattern files, they 
also protect you. They make sure that these trade- 
marks will live up to their reputation on whatever 
job you give them to do. 


Because we take extra care to make every file 


“Magicut” All-Purpose Machinist’s file. 
One of 6000 quality files bearing the 
Nicholson File Company trademark. 


vu. s. A. 


just a little bit better, they do a little more for you. 
And just a small performance improvement cuts 
filing time in your shop substantially. And that's 
where a file proves its real worth ... and the reason 
why files with these trademarks are at work in more 
shops than any other. 


You can trust these symbols to guide you to the 
best filing results. They've been doing just that for 
file users and buyers for over 90 years. 


Industrial Distributors provide the finest goods and serv- 
ices in the least possible time. Our products are sold exclu- 
sively through them. 


(in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


ettg NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND a 
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Highlights of This Issue 





The Finger of Suspicion 


The newspapers are full once again of charges 
that businessmen are buying influence in govern- 
ment. And the charges will get thicker and hot- 
ter as elections near. Harsh judgments will be 
made not only about attempts to influence poli- 
ticians but about business ethics in general. 
Whether fair or unfair these do help emphasize 
the individual’s moral responsibilities in his day- 
to-day work. Purchasing agents are in a par- 
ticulary sensitive position when it comes to bus- 
iness ethics. For a frank statement on purchas- 
ing’s obligations, see the editorial “Above Sus- 
picion” on page 55. 


No Magic to Materials Management 


Good materials management isn’ta secret science 
in control of a selected few. Expert managers 
have been developed right in purchasing, others 
have come in from outside the department. Ex- 
amples from different sized companies appear in 
this issue. One, on page 57, describes how a 
professional administrator without direct pur- 
chasing experience reorganized a large depart- 
ment along materials management lines. 

An article on how the purchasing agent of a 
small company became in fact a materials man- 
ager through force of circumstance starts on 
page 61. You'll also get a good idea of how the 
concept of purchasing people as materials man- 
agers is catching on from our latest Purchasing 
Opinion Poll. Check the results on page 11 


against your own experience. 


Care and Treatment of Salesmen- 


Ask a P.A. what the salesman’s greatest fault is 
and there’s more than a fifty-fifty chance he'll 
say “wasting time.” But how about the sales- 
man’s time? Is it always used intelligently by 
purchasing agents? Is the salesman always pro- 
vided with the proper opportunity and environ- 
ment to tell his story? Now is a good time to re- 
view your own practice and attitudes in regard 
to the sales interview. For a starter see Stuart 
Heinritz’ latest article on page 63. 


Buying Metal Parts 


T.C. DuMond’s popular series on buying fabri- 
cated metal parts moves into a new area in this 
issue: forgings. The first of three articles—‘‘What 
the P.A. Should Know About Drop Forgings”’— 
begins on page 66. Subsequent articles will deal 
with press forging and machine forging. 
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Testimonial: 


FSCHRS 
RPTTN FR SPCLS 
S NVRSL!* 


Translation: 


* FISCHER’S 
REPUTATION FOR 
“SPECIALS” 
IS UNIVERSAL! 


We really don’t sell brass and 
aluminum turned nuts in “outer 
space” ... but that’s the only 
territory we can’t supply! Manu- 
facturers of all types of equip- 
ment are realizing substantial cost 
savings with dependable Fischer 
“special” nuts. Reason: FISCHER 
NUTS HAVE NO EQUAL FOR 
PRECISION, PRICE AND DE- 
LIVERY. And that applies to 
standards as well as specials! 


If you use brass or aluminum nuts 
in production quantities, specify 
the finest .. . specify FISCHER! 


a 
there’s no premium ls 
for precision 
at 


- 
| FISCHER SPECIAL MFG. CO. 

471 Morgan St., Cincinnati 6, Ohio 
Please send your new 20-page 
CATALOG FS-1000 containing com- 

plete specifications on brass and 
aluminum nuts. 
i citiceriensinnmtiemimeis 
Company___ 
Street 
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NOW AVAILABLE in GrinDING WHEELS 
FROM YOUR REGULAR SUPPLIER! 


E MAN-MADE DIAMONDS 


Now proved in production use... 
out-perform natural diamonds in the majority 
of carbide grinding operations! 





Now cost-conscious manufacturers have 
proved what laboratory and field tests had 
already indicated; in actual production 
use, resinoid or vitrified-bond wheels with 
General Electric Man-Made industrial dia- 
monds had at least 15% and up to 75% 
higher efficiency in most carbide grinding 
applications than wheels with natural 
diamonds. 


Production experience shows that wheels 
with G-E Man-Made Diamonds remove 
more carbide, with less wheel wear and 
with 20-35% less power consumption. They 
maintain sharper cutting edges; cut more 
freely; produce surface finishes that are 
as good, or better, than those obtained 
with natural diamonds. The result: A con- 
siderable reduction in production costs. 


Man-Made Diamonds are better, because, 
while their chemical properties are the 
same as those of natural diamonds, their 
crystal shape is importantly different. 
Man-Made Diamond crystals are more 
blocky and rough surfaced. This provides 
extra support in the bond — makes them 
stay in the wheel till more completely used 
up—minimizes the waste of lost diamonds. 
They are also more friable, so that sharp, 
new cutting edges are constantly pre- 
sented throughout the grinding operation. 


Your grinding- wheel supplier offers 
them now. If you’re using resinoid or 
vitrified - bond diamond wheels, specify 
General Electric Man-Made Diamonds in 
your next order. Cash in on the superior 
performance that’s already cutting costs 
for other manufacturers! Metallurgical 
Products Department, 11143 E. 8 Mile 
Street, Detroit 32, Michigan. 


Man-Made Diamond Crystals (left) are rough and blocky; natural 
crystals (right) are smooth. General Electric Man-Made Diamonds stay 
bonded longer, cut more freely, take 20-35% less power. 


Close-ups of worn grinding wheel faces show that, after use, a 
wheel made with General Electric Man-Made Diamonds (left) invariably 
shows considerably fewer voids where crystals have become dislodged 
than does a wheel with natural diamonds (right). Man-Made Diamonds 
tend to remain in the bond longer and continue to do an efficient cutting 
job until almost completely used up. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


For More Information Write No. 195 on Inquiry Card—Page 32 
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Above Suspicion 


Tus MAY BE an unseasonable editorial, for the topic is usually re- 
served for discussion during the closing months of the year. However, 
current events give it a timeliness and force that should not go by 
default. 


A good many purchasing agents are inclined to belittle the emphasis 
that is directed against the practice of business gifts to customers at the 
holiday time. They have no feeling of personal guilt or laxity. They 
discount the arguments of ethics and rationalize the practice on the basis 
of general usage. Whatever culpability may be involved rests on the side 
of the donors. For such purchasing agents, recent developments in Wash- 
ington should be illuminating. 


This is no political forum, and we express no judgment on what may 
have happened in the Adams case, the legality of the actions, or the 
motives that may or may not have been present. That is entirely beside 
the point. 


The plain fact of the situation is that rank carries a special obliga- 
tion. The man who is in a position to confer favors must keep himself 
above suspicion of personal gain, for suspicion there surely will be. His 
own reputation is perhaps his own affair, and he may absolve himself at 
the court of his own conciense. Nevertheless, his act reflects untold harm 
upon his position and upon the company or administration he represents. 
No amount of exoneration can allay the suspicion and undo that harm. 


In business dealings, the purchasing agent not only represents his 
company; he is the company. It is a part of his responsibility to enhance 
and maintain its good name and its reputation for integrity. The company 
is judged, for better or worse, rightly or wrongly, by his every act. He 
cannot plead that it is a matter of degree. Business gifts have no place 
in conscientious purchasing, 


This is addressed to purchasing agents, and perhaps that should be 
enough. In the great majority of cases, it is unnecessary. 


Perhaps it should be addressed to management. A strict policy 
against the acceptance of gifts could do much to curb the practice. Even 
better, a policy against the giving of business gifts could eliminate the 
problem altogether. For this is one case where giving is no more blessed 
than receiving. Reputation is at stake on both sides. 


i. 





The type of tubing you need is here 


[t pays to analyze your tubing re- 
quirements with a Ryerson tubing 
specialist. He is well qualified to 
help you select the right tubing for 
your purpose from Ryerson’s diver- 
sified stocks. 

The Ryerson specialist knows 
tubing— knows what will work best 
ind why. In many cases, he can 


recommend a type that will do a 
better job for you— perhaps a newer 
type that will save you money, 
either in first cost or in the cost of 
using it. 

Ryerson carries the nation’s larg- 
est stocks of steel tubing—all of 


yg 


oa 


certified quality —and uses the finest 
modern equipment to cut to your 
exactspecifications. And Ryersonde- 
livers fast—one tube or a thousand. 

The Ryerson tubing specialist is 
as close as your telephone. Give him 
a call today. 


RYERSON STEEL 


Member of the QD Steet Family 


Tubing in stock: Seamless and welded mechanical tubing; fluid line, pump cylinder and structural 
tubing; stainless pipe and tubing; PVC pipe and fittings. Also, aluminum tubing in many plants. 


T. RYERSON & SON, INC. PLANTS AT: NEW YORK - BOSTON - WALLINGFORD, CONN. - PHILADELPHIA - CHARLOTTE « CINCINNATI - CLEVELAND 


PITTSBURGH * BUFFALO - INDIANAPOLIS - CHICAGO - MILWAUKEE - ST 


LOUIS - LOS ANGELES - SAN FRANCISCO - SPOKANE - SEATTLE 


For More Information Write No. 196 on Inquiry Cord—Page 32 
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Director of Purchases Traversi has 
slashed costs of many items like 
this razor blade dispenser top by in- 
troducing new vendors with special- 


ized know-how. 


A Professional 


Manager 
Takes Over 


Purchasing 


As a result of changes in organization, 


procedures improvement, planned 


buying techniques and cost reduction 


purchasing is playing a new, dynamic 
role in the Gillette Safety Razor Co. 


By Dean S. Ammer 


Frank TRAVERSI is a very 
able and tough newcomer both to 
purchasing and industry. Until a 
few years ago, he was a career 
officer in the Army Military Po- 
lice. Despite the lack of purchas- 
ing experience, his background is 
well suited for his present post 
as director of purchases of Gil- 
lette Safety Razor Co. in Boston. 
The Army experience provides 
the administrative savvy that’s so 
essential in a big purchasing oper- 
ation. In addition, Traversi’s aca- 
demic qualifications are outstand- 
ing. He’s both a lawyer and a 
graduate of the Harvard Business 
School. 

Traversi joined Gillette in June, 
1955 to work on cost reduction for 








the vice president-manufactur- 
He evaluated operations in 
various departments looking for 
conditions that could be improved. 
One of his assignments was the 
purchasing department. Traversi 
spent four months studying pur- 
chasing and made a long, detailed 
report. One recommendation was 
to create a new job—assistant to 
the director of purchases. Traversi 
got the job. A few months later 
in October, 1956, he was pro- 
moted to director of purchases. 

At this point, with manage- 
ment’s blessing, Traversi really 
proceeded to go to town. A plan 
of reorganization of the depart- 
ment was developed and ap- 
proved. 

@All procedures and forms got 


hel 
ing. 


close scrutiny. Many were 
changed and some were elimin- 
ated entirely. 

Supply sources got a thorough 
going-over. Those doing an out- 
standing job for Gillette got more 
business; those who were more 
complacent had to scramble to 
hold their own. 

@New buying techniques were 
successfully introduced. 

@A new aggressive, enthusias- 
tic spirit was injected into the 
Gillette purchasing organization. 

Because of their importance the 
four key phases of Traversi’s pro- 
gram — organization, procedures 
improvement, planned buying, 
and cost reduction—are each 
treated separately in this article. 
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Buying Teams 
Organized 
for Results 


TWO YEARS ago, there were 
25 people in Gillette’s purchasing 
department. Now there are just 
18. But the purchasing budget is 
slightly higher now than it was 
then. “What we’ve done,” says 
Traversi, “is trim the size of the 
department and bring salaries of 
the remaining people up to levels 
justified by their responsibility.” 

Formerly, everyone in the Gil- 
lette purchasing organization was 
a specialist. All the buyers did 
was buy. Everything else was 
handled by a central clerical 


group. There was a maximum of 
specialization—one girl did noth- 
ing but check invoices, another 
filed, etc. When a buyer wanted 
information about an order, he 
located the appropriate specialist 
in the clerical group. This made 
for a lot of overtime and also re- 
sulted in divided responsibility 
for any one order. 

Now the buyer has only him- 
self to blame if something goes 
wrong. For with the new organ- 
ization, each buyer is responsible 
for the complete purchasing cycle. 
He receives the requisition, nego- 
tiates with suppliers, places the 
order, holds the order for follow- 
up and approves the invoice when 
the material is received. But 
doesn’t all this paperwork turn 
buyers into clerks? Not in the 
least, according to Traversi. For 
now each buyer has a secretary 
reporting directly to him. So, if 
anything, there’s less detail work 
for the buyers than before. And 
even when a buyer is out of the 
office, there’s always some one 
on hand who’s completely familiar 
with every order he has outstand- 
ing. 

One of the first problems Tra- 


versi considered in his reorganiz- 
ation was training. His goal was 
an organization with depth. To 
back him up as No. 2 man, he 
brought in Paul Sauerwein as ex- 
ecutive assistant. Sauerwein had 
formerly been on the purchasing 
staff of American Cyanamid. He 
was able to contribute a lot of 
specialized know-how on the buy- 
ing of packaging. Potential open- 
ings at buyer level weren’t ne- 
glected by Traversi either. He 
now has a young college graduate 
in an informal training program. 
Traversi has put the trainee to 
work studying all clerical proced- 
ures. The trainee then makes a 
report on recommended improve- 
ments. 

Later, after he gets to know 
procedures in detail, the trainee 
gets assignments working with 
particular buyers. He then learns 
negotiation, vendor relations, and 
something about the important 
commodities. The end product of 
Traversi’s program is a man able 
to step into any buying spot if 
and when an opening develops. 
There won’t be any frantic 
scrambling to find a qualified 


man. 





Purchasing 


Procedures 
Streamlined 


“We analyzed each administra- 
tive operation in the department. 
When it served no worthwhile 
purpose, we got rid of it,” Tra- 
versi declares. This approach of 
making each procedure and form 
justify itself brought results. So 
far there have been about a dozen 
changes. Forms have been both 
revised and eliminated; special 
procedures have been devised to 
cut costs; other procedures have 
been changed drastically. Among 
the changes are these: 

Three Copies of the Order 


58 


Eliminated. Gillette used to make 
nine copies of each purchase or- 
der; now it makes but six. The 
reduction was the direct result of 
a study designed to make each 
copy justify itself. One copy was 
made for microfilming. Now this 
copy is eliminated; someone else’s 
copy is sent through microfilming. 
Purchasing used to send sep- 
arate copies of the order to stores 
and receiving. But these func- 
tions come under the same de- 
partment head. So again, one 
copy is made to do two jobs. A 
third copy was eliminated right 
in purchasing. There used to be 
both a purchasing work and a 
purchasing reference copy. But 
no one ever referred to the refer- 
ence copy, so it was eliminated. 
Records Disposal Cuts File 
Needs. “If nothing is done about 
them, records just keep accumu- 
lating,” says Traversi. At Gillette, 
purchasing used to add about 
four new filing cabinets to take 


care of the additional records that 
accumulated. 

Now there’s no need for new . 
cabinets. New material being filed 
replaces older material that is 
disposed of. Important orders are 
still kept seven years until the 
statute of limitations expires. But, 
of course, most orders are routine. 
It’s pointless to keep them that 
long. So now they’re discarded 
after two years. Classification 
system permits clerks to handle 
them in routine fashion. “A” or- 
ders are kept seven years; “B” 
orders two years. 

Steel Rejection Report Elimin- 
ated. Sometimes through tradi- 
tion or just because it’s trying to 
do a good job, purchasing takes 
on assignments that should actu- 
ally be given to another depart- 
ment. This was the case at Gil- 
lette. Purchasing used to make up 
a report on steel rejections from 
data it got from the cost depart- 
ment. The report went back to 
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cost for checking before it was 
approved by the director of pur- 
chases. This report required one 
girl’s full time. Since her informa- 
tion came from the cost depart- 
ment and the report was checked 
by cost, the job was obviously 
being done in the wrong depart- 
ment. Now the cost department 
does it. Duplication of work is 
eliminated and there’s need for 
one less girl in purchasing. 
Forms Redesigned to Cut Pa- 
perwork. Why fill out three or 
four forms when one will do the 
job just as well? A good way to 
make a single form do the job of 
several is to list more than one 
item on it. Traversi applied this 
principle to both the purchase 
order and stores call form. There 
used to be room for just one item 
on the latter; now, with the re- 


Quarter-Million 
in Cost 
Reductions 


“We used to act on requisitions 
as soon as we received them,” 
Traversi recalls. “Then we got 
wise; it occurred to us that we 
could both cut paperwork and 
purchase costs if we started plan- 
ning our purchases of repeat 
items.” 

First step in getting program of 
planned purchases going was to 
get agreement of using depart- 
ments. Purchasing had to con- 
vince them that it was mutually 
advantageous to plan and order 
requirements on a monthly basis. 
It started with the electrical de- 
partment. Formerly, switches, 
bulbs, sockets, etc. were bought 
almost daily as the need arose. 
By pre-planning purchases, pur- 
chasing convinced the electrical 
department that it could: 
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designed form there’s room for 
five items. 

Formerly there was no provi- 
sion for an additional page to the 
purchase order. When the first 
page got filled up, you issued a 
new order. Now there’s a second 
page. Result: it’s possible to list 
eight more items on an order. 
Both of these simple changes—on 
the purchase order and the stores 
form—are by no means revolu- 
tionary. But they each cut paper- 
work at no cost. 

A third change in forms is 
scheduled as soon as the current 
supply of purchase orders is used. 
It’s also very simple. A 3x5 card 
for expediting will be inserted 
into the purchase order set. This 
will eliminate copying such basic 
information on the order as ven- 
dor name, order number, etc. 


1. Buy on a monthly basis with 
less paperwork for both purchas- 
ing and the requisitioner. 

2. Buy in larger quantities and 
thereby be in a better position 
to negotiate lower prices. 

The’ electrical department 
bought purchasing’s plan. So now 
on the 10th of each month, the 
electrical department sends in a 
requisition for its total require- 
ments for the month. Purchasing 
issues an order by the 10th and 
the vendor delivers by the 15th. 
Everything is bought competitive- 
ly on a “package” basis for a 
single supplier. 

Planned buying was so success- 
ful on electrical items that pur- 
chasing is now using it for plumb- 


Unnecessary Procedures Elim- 
inated. Traversi’s investigation 
uncovered work that wasn’t 
needed at all. A girl used to tran- 
scribe all basic information from 
the invoice to the work copy of 
the purchase order. If the order 
was received complete, this oper- 
ation was completely pointless. 
Now the posting is made only if 
there’s a partial shipment and or- 
der is still open after the first in- 
voice is checked against it. 

Another wasted operation was 
the “no-charge” purchase order. 
If manufacturing sends something 
outside for repairs on a no-charge 
basis, why should purchasing 
bother to type up an order? No 
money is being spent. Now pur- 
chase orders are issued for repairs 
only when there are charges. A 
lot of paperwork is eliminated. 


ing, office, machine shop and 
maintenance supplies. The result 
of spreading the program has 
been an evening-out of purchas- 
ing’s work load. Note, in Table 
I, how it’s possible to spread the 
work by staggering the dates on 
which requisitioners give pur- 
chasing their monthly require- 
ments. This boosts efficiency not 
only in purchasing but also in 
receiving, accounting, etc. 

Traversi now uses blanket or- 
ders whenever possible for sup- 
plies. “Result of our over-all pro- 
gram of planned purchasing has 
been to reduce the volume of pur- 
chase orders issued by more than 
30%,” he says with pardonable 
pride. 


Table’ | 


Schedule of Planned Purchases 
(By day of the month) 


Type of Item 


Plumbing ! 
Office 5 
Electrical 10 
Machine Shop 15 


Maintenance 20 


Requisition In 


Order Issued Delivery 
5 10 
10 15 
15 20 
20 25 
25 30 





Planned Buying 


Saves in 


Two Ways 


Gillette purchasing doesn’t hes- 
itate to take advantage of all le- 
gitimate competition it can find. 
“However, we're careful not to 
try to squeeze too much out of a 
price,” Traversi declares. He 
points out that it’s not smart 
buying to get a cost reduction 
unless there’s technological jus- 
tification for it. 

A case in point is the “tuck” 
used to package razor blades. Gil- 
lette got a substantial cost reduc- 
tion by going to a source equip- 
ped to print them on rotogravure 
presses. The original source was 
inherently higher since it was 
only equipped with letter press- 
es. A similar approach is being 
followed on the metal razor blade 
dispenser tops. Traversi is work- 
ing with a source that can run 
pre-lithographed strip steel 
through a progressive die. Cur- 
rently they’re being stamped in- 
dividually from _ sheet steel 
blanks. 

While they’re great believers in 
competition and no supplier finds 
them “soft”, Gillette buyers also 
bend over backwards to be fair. 
“There are no arbitrary stands 
with suppliers on quality,” Tra- 
versi points out. “Nothing goes 
back until there’s general agree- 
ment as to where responsibility 
for poor quality lies.” 

Traversi’s department has proved 
in the past year that it’s possible 
to cut costs and have plenty of 
competition without sacrificing 
quality standards. “Quality to- 
day is better than ever,” Traversi 
observes, “while costs are lower 
by $250,000 a year.” This year 
Traversi hopes purchasing can 
bring costs down another $250,- 
000 for a cumulative saving of 
$500,000. His buyers are making 
progress. Each makes out regu- 
lar reports of cost savings. Some- 


ft) 


times they’re able to save money 
in unusual ways. One buyer 
couldn’t get a supplier to cut 
prices on a certain supply item; 
apparently the manufacturer 
maintained resale prices. This 
didn’t discourage the buyer. He 
got the supplier to revise his dis- 


count terms. Instead of 2/10, net 
30, Gillette gets 7/10, net 30. So 
the discounted price is now 5% 
lower than it was before. “We're 
willing to use every legitimate 
and ethical technique we can 
think of to save money for Gil- 
lette,” Traversi declares. 





Keep Requisitioners Informed 


If requisitioners don’t know how long it takes to get ma- 
terial, no one can blame them if they expect same-day serv- 
ice on every order. That’s why they should be kept posted by 
purchasing. Since lead times change (e. g. right now they’re 
probably shorter for most materials than they’ve been at 
any time since before World War II), purchasing should re- 
vise its lead time list occasionally. At Gillette, Director of 
Purchases Traversi periodically puts out a long list of lead 
times on every commodity that’s purchased on a recurring 


basis. 





Traversi’s right-hand man is Executive Assistant Paul Sauerwein who came 
to Gillette with wide experience in the purchase of packaging materials. 
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Materials Management in American Industry 


Managing 


Materials in a 


Small Plant 


An integrated approach to materials manage- 
ment is a must at the fast-growing Heath Co. 
The company does little manufacturing so‘ pur- 


chasing’s job is particularly critical. 


Bos SWANDER’S title is pur- 
chasing agent. But he actually 
functions as materials manager of 
The Heath Co. of St. Joseph, 
Michigan. Heath’s business re- 
quires an integrated approach to 
materials management. The com- 
pany makes do-it-yourself kits of 
hi-fi and other electronic equip- 
ment. Practically all the compo- 
nents except certain stampings 
inventory requirements demand 
close coordination of the procure- 
ment and inventory control func- 
tions. 

Swander’s department has 13 
people including 4 buyers. It con- 
trols inventory, makes purchases, 
follows-up for delivery, and ap- 
proves all invoices. It buys about 
4100 component parts, all mate- 
rials for shop-made parts, and, of 
course, all non-production items. 

“We can’t see how purchasing 
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Heath Company’s Bob Swander: His title is 
purchasing agent but he actually functions 
as materials manager. 


can operate without having the 
inventory control function,” 
Swander declares. “We do our 
best to keep inventory as low as 
possible without losing sales. This 
is only possible if the person con- 
trolling inventory is able to take 
account of constantly changing 
lead times,” he explains. 

Inventory control at Heath is 
by no means complicated. There 
are master decks of IBM cards for 
the bills of materials of the 100- 
odd different kits Heath makes. 
The cards are tabulated monthly 
from a five-months’ running sales 
forecast. Requirements are posted 
to the “Forecast Requirements” 
card shown in this article. They’re 
compared with “on-hand” and 
“on-order” data. Buys are made 
as needed. 

Swander has one device that 
helps him keep a daily check on 


inventory. He gets a tabulation of 
the amount of invoices OK’d each 
day. This shows how much his 
inventory is increasing. In addi- 
tion he gets an estimate of the 
cost of the components in the kits 
that are shipped. This tells him 
how much inventory he’s losing. 
The difference is a remarkably 
accurate estimate of the net 
change in inventory. “When . in- 
ventory starts to move fast in 
either direction, we look into all 
outstanding commitments and 
either cut back or get ready to 
expedite,” Swander declares. 


Purchasing—Engineering 
Teamwork 


In a fairly small organization, 
it’s imperative that vendors’ 
know-how be utilized to the full- 
est extent. That’s why there’s 
such close teamwork between 
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FORECAST REQUIREMENTS 


Kn 
Number 


PURCHASE REQUISITION 








VENDOR'S DESCRIPTION 


DELIVERY REQUIRED VEN.| QUANTITY OTHER DATA 


TOTAL 


AVAILABLE 
REQUIRED 
ORDER QTY 


TOTAL 
AVAILABLE 
REQUIRED 
ORDER QTY 


Heath believes in keeping paperwork at a minimum. These two forms act as 
inventory record, requisition, and buy record. They’re both kept in purchasing. 


purchasing and engineering at 
Heath. This is essential on new 
products (Heath puts out an aver- 
age of 15 new kits a year) and 
Heath’s organizational approach 
on this problem is unique. On 
each new product, a project en- 
gineer is assigned to work with a 
particular buyer. This keeps con- 
fusion at a minimum and permits 
maximum use of vendor develop- 
ment talents. 

The case for Heath’s new port- 
able radio kit is a good example 
of three-way teamwork among 
purchasing, engineering, and ven- 
dor. By changing to a certain type 
of plastic case, costs were cut and 
quality boosted. The kit using the 
old case sold for $34.95. With the 
new and better-looking case, it 
now sells for $29.95. 

There’s no doubt that progres- 
sive materials management at 

, ; Heath (which is a division of 

war 0 ' Daystrom Inc.) is one reason the 

Heath has separate interviewing rooms off the main purchasing office CO™pany has grown from 60 em- 
area. Here Assistant Purchasing Agent Ellis Grear interviews a supplier. ployees in 1951 to over 450 today. 
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The P.A. 


NO. 12 IN A SERIES 


And the Interview 


The time spent in an interview is not the real meas- 
ure of its significance and results. The essence of 
efficiency and conservation lies in making the best use 
of interviewing time. Here are some tips you can use 


By Stuart F. Heinritz 


in making each interview profitable. 


W uenever the discussion of purchasing 
comes to the subject of interviews with salesmen, 
two points are immediately and almost automati- 
cally raised. One of these is the controversial 
question of whether the buyer is ever justified 
in restricting sales calls to certain hours of the 
day. The other is the chronic complaint about 
the waste of salesmen’s time while waiting in 
the reception room. These two problems do not 
cover the entire subject of interviews by any 
means. However, they do provide a good starting 
point, for they represent a practical issue that 
must be resolved before we can go on with the 
more important business of the interview itself. 


The Question of Time 


The principal point of issue in both arguments 
is that arbitrary calling hours and excessive de- 
lays in seeing callers curtail the salesman’s pro- 
ductive time—the actual person-to-person con- 
tacts that are the very essence of salesmanship. 
The first step in selling is to see your man. That’s 
a valid contention. Purchasing people are well 
aware of the situation. By and large, they are 
sympathetic to the salesmen’s point of view. For 
the sake of good public relations, if for no other 
reason, they would be happy to say, “My time 
is your time. Come whenever you wish, when 
it best suits you, and come right in when you 
get here.” 

Many purchasing agents are genuinely con- 
cerned for a more selfish reason. One of them 
recently told me, “Whenever I see salesmen 
sitting out there waiting their turn, I think of 
our own sales people who may be doing the same 
thing in other offices, and what it’s costing our 
company.” 
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Unfortunately, however, that’s only one side 
of the story. The purchasing agent has a problem 
of productive time, too. There are just so many 
hours in the day, and no one has yet developed 
a successful technique for doing more than one 
thing, or seeing more than one caller at a time. 

Interviewing salesmen is a part of the buyer's 
job and, a very important part. But it is still 
only one part of the whole. It may take up as 
much as half of his working time, on some days. 
The rest of his hours (and frequently extra time 
after hours) are fully occupied with a variety 
of other essential activities—administrative, ana- 
lytical, research, conference correspondence, fol- 
low-up, and the normal flow of paperwork that 
is incidental to the purchasing process. And that 
enumeration should also include the time neces- 
sary to digest the meat of the interviews, a mat- 
ter that is just as vital to the effectiveness of 
these meetings as the time spent in the actual 
contact. 

Some of these activities are routine. But a con- 
siderable part is the sort of thing that crops up 
without advance warning and demands immedi- 
ate handling; it simply can’t be put off until an- 
other day, and perhaps not another hour. Almost 
without exception it is the sort of thing that 
requires concentrated, uninterrupted attention— 
just as much, for example, as the undivided at- 
tention that the salesman rightfully expects for 
his sales presentation. The purchasing agent who 
hopes to do an efficient job, or even to keep up 
with the press of current duties, cannot lay him- 
self open to haphazard interruption at the con— 
venience or persistence of every salesman who 
happens to come along and knock at his door. 

Faced with this dilemma, he generally does 
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the next best thing. He sets aside a specific por- 
tion of time to be devoted to the interviewing 
phase of his job. Within this allotted time he 
does his best to see callers promptly and to give 
them his full attention. This may not always work 
out to be the ideal answer to the problem, but 
it is a practical one. 


Mutual Consideration 


Stripped thus to its stark essentials, the ques- 
tion is whether the salesman shall be permitted 
to control the disposition of the buyer’s time, or 
whether the buyer shall be permitted to control 
the salesman’s time. Obviously, that’s a situation 
that calls for mutual consideration if either party 
is to be satisfied. The first step in that direction 
is communication, for mutual understanding. If 
calling hours are to be limited, be sure that the 
regulation is clear, that the limitation is as rea- 
sonable as possible under the circumstances, and 
that the reasons for the policy are known. 

For the most part, today’s specified calling 
hours are reasonable and the policy is adopted 
for good reason. The era of “Salesmen inter- 
viewed on Tuesdays and Thursdays from 2 to 
3:30” is happily obsolete in modern industrial 
purchasing. And the buyers who deliberately and 
arbitrarily keep salesmen needlessly waiting are 
few and far between—and inexcusable. But the 
salesman who still resents any such regulation, 
who protests that failure to get an immediate 
hearing at any hour of the day disrupts his sched- 
ule, needs a better understanding of the purchas- 
ing job and must be made to realize that this is 
a situation that works both ways. Surely the 
buyer is not unreasonable in asking for a free 
hour at the beginning of the day to get through 
the morning mail, appraise the day’s problems, 
plan his work and set his plans in motion, and 
some free time at the day’s end to clear his desk, 
catch the evening mail, and perhaps arrange for 
an overnight delivery of some urgent require- 
ment. And there may be other appointments, such 
as regularly scheduled staff and executive meet- 
ings, that make it impossible to see callers at 
these times. Restrictions of this sort are not only 
not unreasonable; they are unavoidable. 

The old argument that the salesman’s time is 
more valuable than the buyer’s, based on com- 
parative earning power, is scarcely deserving of 
serious mention. In the first place, the premise, 
which may have had some merit a generation 
ago, no longer holds true. More importantly, it 
has nothing whatever to do with the issue, which 
is a matter of function. Even the hot-shot sales- 
man, earning the biggest commissions, owes his 
‘position not to breaking the rules and “getting 
in”, but rather to his ability to make the best use 
of his time in the interview. 


Observing the Rules 


Consideration on the salesman’s side implies 
a willingness to abide by the regulations so far 
as possible without expecting special favors in 
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waiving the rule for his benefit, and a sincere 
effort to conserve the buyer’s time by avoiding 
over-frequent, trivial, and needlessly prolonged 
calls that merely aggravate the situation for 
others of his calling. There is an element of 
self-interest in this too, for an interview forced 
on a reluctant and perhaps resentful buyer who 
has his mind on some other problem that he 
should properly be attending to at the time, is 
scarcely the most favorable situation for a suc- 
cessful sales presentation, When the restriction 
causes real hardship, when the subject for dis- 
cussion is especially urgent or important, or when 
an extended time is required for a complete 
presentation, the considerate course—and the 
most productive—is to set up a special appoint- 
ment. 

On the buyer’s side, consideration demands a 
certain amount of flexibility in policy to accom- 
modate the out-of-town salesman who has a 
limited amount of time at his disposal and has 
to be in the next city on the following morning, 
or the salesman making his first call on the com- 
pany unaware of the prescribed calling hours, 
or the one who has some other good reason to 
ask for an exception, so long as such exceptions 
do not become the rule. Consideration demands 
that if any considerable waiting time is unavoid- 
able, the salesman shall be notified so that he 
can make better use of his time, and a definite 
appointment is made for a later call. 

Observance of stated calling hours is most 
readily controlled in the case of local salesmen 
who are regularly in touch with the purchasing 
office. In some instances it is possible to come 
to an agreement on the frequency of calls, which 
should be sufficient to assure proper service and 
to maintain the salesman’s status with his ac- 
count, but not overburdened with routine visits 
mistakenly referred to as “courtesy calls” and 
serving no useful purpose beyond maintaining 
the contact. Some purchasing agents located in 
outlying sections of a city request local salesmen 
to make a phone call before coming out in per- 
son, to see whether the buyer will be available. 
Both of these methods save the salesman’s time 
by avoiding needless trips, waiting time, and 
fruitless interviews. However, salesmen are justi- 
fiably suspicious of the “Don’t call me; I'll call 
you” technique. It’s too easy a way for the run- 
around, too loaded with the risk of losing busi- 
ness by default. It is acceptable only to the extent 
that the buyer really means what he says and 
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conscientiously follows through when a matter 
of interest does arise. 

Time wasted by salesmen kept waiting in the 
reception room is an occupational hazard of sales- 
manship. Sometimes the purchasing agent is at 
fault, and there are some things he can do to 
mitigate the situation. But primarily the problem 
arises from the competition of other salesmen for 
the buyer’s time, and it is aggravated in periods 
of intensive selling effort when productive selling 
time is more important than ever. Under these 
circumstances, the purchasing agent can only do 
his best, giving full priority to interviews during 
interviewing hours and handling them as ex- 
peditiously as possible. 

One thing every purchasing agent can do is 
to keep himself continuously informed on the 
situation. Callers should be announced to the 
appropriate buyer immediately on arrival and 
should be advised as to the probable length 
of time before an interview can be granted. 
Then the salesman can decide for himself 
whether to wait or to call back later. In 
many purchasing offices salesmen are invited 


to ask the receptionist to re-announce them 


if they are kept waiting more than a reason- 
able time; there is always the chance of the 
human error of oversight if the buyer is other- 
wise engaged, and sometimes the second call is 
an effective and welcome lever for expediting 
the dealings with a caller who is overstaying the 
purpose of his visit and monopolizing the buyer’s 


time at the expense of others. 

If waiting time is the scourge of the salesman, 
it is equally bad public relations for the buyer 
and his company. Many companies that maintain 
a reception room record include a notation of 
the salesman’s time of arrival and waiting time 
before the interview. Purchasing agents do well 
to study that record, for it is more than a statistic. 
It may show that they are not doing as well as 
they thought, or that their best is not good 
enough. If the situation is chronic, it may indi- 
cate that the purchasing department is under- 
staffed to do a proper job. If that is the case, it 
will probably be reflected also in other phases 
of the purchasing work, and corrective measures 
will be taken. But in times like the present, de- 
spite the pressures from an overcroweded re- 
ception room, there would probably be little 
justification in asking for additional interviewing 
help while other phases of purchasing are being 
curtailed. The answer would probably be found 
in more selective and intensive use of the avail- 
able interviewing time. 


How Long an Interview 


All of this revolves around the matter of con- 
serving time, for buyer and salesman alike, and 
we haven’t even come to the interview itself. 
Equally as important as limited hours and sales- 
men’s waiting time—probably more important, 
because it has to do with that precious productive 


Aucust 4, 1958 


NO. 12 IN A SERIES 


time that is of concern to both parties—is the 
conservation of actual interviewing time. In the 
interest of the buyer, the salesman across the 
desk, and the salesmen awaiting their turn. how 
long should a sales interview last? 

There’s only one sensible answer to that ques- 
tion. The interview should be just as long as is 
necessary to complete its useful business purpose. 
The too short, too hurried interview is as much 
open to criticism, from the buy!ng standpoint, 
as the overly protracted one. Both represent a 
waste of time, in the light of what should be 
accomplished. 

The interview could quite properly be a mat- 
ter of only a few minutes if the salesman is 
making a routine “courtesy call” or if the subject 
of his proposal is obviously not pertinent to the 
company’s needs or is untimely at the moment. 
In any of these cases, there is no useful business 
purpose to be served. The first instance calls only 
for the amenities of a courteous reception. The 
latter cases are best handled by a clear statement 
of the company’s position, which will really save 
the hopeful salesman’s time by saving him from 
following a fruitless quest. 

On the other hand, the interview could proper- 
ly be a matter of an hour or more if it involves a 
demonstration of some promising new product or 
material, or the investigation of a new supply 
source, or if it concerns the negotiation of prices, 
terms, deliveries or warranties on a pending 
order, or adjustment of some difficulties en- 
countered on a previous shipment. 

Opinions will differ as to the importance of 
an interview and the time that should be spent 
on it. But in the final analysis, the purchasing 
agent has to be the final arbiter as to the perti- 
nence of the proposal and how much time is 
justified in considering it. And he has to make 
that decision on the basis of his company’s in- 
terests and his own responsibilities in furthering 
those interests. 

Finally, the time spent in an interview is not 
the real measure of its significance and results. 
The essence of efficiency and conservation lies 
in making the best use of interviewing time— 
the technique of negotiation, which is a part of 
good buymanship as well as of salesmanship. 
But that is another matter, to be considered in 
another article. 
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s courtesy Drop Forging Association) 


What the P.A. Should Know About 
Drop 


Forgings 


By T. C. DuMond 


Variety in both size and shape is 
available in drop forged parts. The 
smallest forging shown weighs only 
five ounces; the largest over 880 
pounds. 


4 


. 
l HUS FAR in this series we 
have considered the _ casting 
processes, all of which have in 
common the fact that the metals 
used start the transition to their 
final shapes while in the molten 
state. Now we take up a group 
of processes in which the metals 
are heated just short of their 
melting points and are then ham- 
mered into shape. These are the 
forging processes. First among 
the forging methods is drop forg- 
ing, an art which stems from 
methods used to pound out an- 
cient swords and in more recent 
history to make such common 
objects as horse shoes and rela- 
tively crude farm implements. 

Variations of the forging meth- 
od, to be discussed in subsequent 
articles, include press forging and 
machine forging, or upsetting. In 
forging, metals are heated to a 
condition known as the plastic 
state where the compressive force 
of a hammer causes the heated 
metal to assume the shapes of dies 
into which they are forced. 

Forging provides the means of 
achieving the highest strength in 
any metal. The forging process 
develops a fibrous metal struc- 
ture not provided by other meth- 
ods and adds toughness to the 
metal. In addition, forging refines 
the metal structure, welds to- 
gether any voids which might 
have been in the raw material and 
breaks up any harmful segrega- 
tion and inclusions. 


The Process 


Drop forgings are used for both 
delicate and heavy duty applica- 
tions ranging from surgical in- 
struments to truck axles and in- 
cluding such products as hand 
tools, crankshafts, gear blanks, 
pistons, cylinder, heads, rock 
drills, marine fittings, connecting 
rods, chains, hardware and an in- 
finite variety of other parts. 
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After the flash has been removed 
from the forging (top) the only re- 
maining operations are straighten- 
ing of the shank and drilling of 
holes for assembly. 


» 


Drop forgings are made on 
either of two types of hammers 
steam or board. In either instance 
one portion of the die which 
shapes the part is attached to the 
end of the ram which transmits 
the force. The mating half of the 
die is fastened to the anvil of 
the forge. 

In board hammers the hammer 
is raised to the top of the machine 
and then permitted to drop to 
transmit its force to the metal 
shape being formed. In steam 
hammers the ram is raised by 
steam pressure and is capable of 
rapid, repetitive blows, in con- 
trast to the single blow of a 
board hammer. 

When production is about to 
start, metal blanks of appropriate 
size are heated to the top of their 
plastic range and placed in the 
die. Forging then begins and 
blows of the ram, transmitted 
through the top die half, cause 
metal to flow and fill voids in the 
die and thus assume the desired 
shape. Simple shapes can be made 
in simple dies and a few blows 
of the hammer. Complex shapes 
require progressive dies or even 
a series of dies. In such cases, 
the blank is given a partial shap- 
ing in one die contour and then 
moved to another contour which 
comes closer to providing the 
final shape. If the piece being 
forged cools to below the plastic 
range before forging is completed, 
it must be reheated before form- 
ing can be continued. The forg- 
ing range of metals varies. Some 
can be formed over a tempera- 
ture range as high as 200 or 300 F, 
the range of others is much less. 

When severe or unusual shapes 
are involved it is likely that some 
preliminary steps are used to re- 
duce the forging necessary. Early 
steps include such operations as 
bending or blocking to strategi- 
cally place metal where it will be 
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needed. Some nonferrous metals 
can be preshaped by extruding 
blanks which approximate the 
final shape. 

There is always more metal in 
the blank than is necessary to 
create the desired shape. The sur- 
plus metal is forced out at the 
die parting line and is known as 
flash. Surplus metal varies from 
a small proportion of the total 
weight to over half the total 
weight of the blank, depending 
upon size and complexity of the 
shape. Flash is removed in a 
secondary operation on a press. 
Forgings usually require cleaning 
after forming to remove heat scale 
and processing dirts. Cleaning 
can be done by sand blasting, 
pickling or tumbling. 

It is likely that other secondary 
operations might be used on forg- 
ings. These include punching, 
sizing, straightening and coining. 
The latter operation is frequently 
involved to attain added precision 
on forged parts. Coining is done 
in precision dies and only minute 
quantities of metal are moved. 

Some forgings must be care- 
fully cooled after forming to avoid 
damaging the metal metallurgical- 
ly. Some also require heat treat- 
ment to relieve stresses in the 
metal and achieve maximum 
strength and quality. 


Cost Factors 


Drop forgings fall into the 
medium cost range. The major 
cost items in their manufacture 


are the heavy die costs and the 
finishing and machining expenses. 
Chief of the cost factors in forg- 
ings are: 

1. Die costs for large or com- 
plex parts can cost up to 
several thousand dollars. 
Dies for simple, small parts 
might be as low as $150. The 
purchaser buys original dies, 
the forger maintains them. 

. Large quantities of parts are 
usually needed to amortize 
die costs. The usual range is 
from 10,000 to upwards of 
100,000 pieces. Of course 
there are exceptions as in 
the case of aircraft forgings 
where quantities are con- 
siderably lower, because a 
premium can be paid to ob- 
tain maximum strength with 
minimum weight. 

. Labor costs are in the 
moderate range. Skilled help 
is required for the actual 
forging operations. Less 
skilled labor can handle the 
cleaning and finishing. 

. Finishing costs are also in 
the moderate range. Usually 
finishing costs are higher on 
iron and steel forgings be- 
cause of the heat scale which 
develops. Little hand clean- 
ing is necessary. 

. Scrap losses are higher than 
for castings. Scale is almost 
valueless. Other scrap gen- 
erated in trimming and ma- 
chining has some recovery 
value, although it is not high. 
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A blocking operation shapes the forging and forms the right angle 
bend. A final forging operation produces the exact shape and size in 
the finishing impression of the die. Flash around the forging is re- 


moved in a trimming press. 


Materials costs range from 
inexpensive irons to high 
cost super alloys. The choice 
of material usually depends 
upon the service require- 
ments of the part. 


Materials 


An extensive list of materials 
can be shaped by drop forging. 
Included are plain and wrought 
irons, carbon steels, tool steels, 
stainless irons and steels, nickel 
and high nickel alloys, super al- 
loys, brasses, bronzes, aluminum, 
nagnesium and titanium alloys. 

For forging, irons and steels 
are heated to between 1700 and 
2500 F. The higher temperatures 
ire required for alloy steels. The 
temperature range for forging 
-coppers, brasses and bronzes is 
between 1100 and 1700 F. Mag- 
nesium and aluminum require 
forging temperatures between 650 
and 900 F. 

As has been indicated, forgings 
provide the highest strengths in 
any given alloy. Strength is at- 
tained by the kneading action of 
the forging hammer which de- 
velops a sound structure, free of 
voids and porosity. The fibrous 
structure also adds toughness to 
forged structures. 


Advantages and Limitations 


The advantages and limitations 

f drop forgings are closely bal- 
nced. On the plus side we find: 
1. Small parts can be made as 
drop forgings and provided 
with much greater strength 


than could be attained with 
castings. 

. Drop forgings are noted for 
their consistent quality from 
part to part. Consistency is 
gained through the manner 
in which the metal is 
worked. 

. The same kneading action of 
the drop forge that provides 
high strength also eliminates 
potential internal defects. 

. Most drop forgings can be 
formed to relatively close 
dimensional and shape re- 
quirements, thus leaving 
only small quantities of metal 
to be removed by machining. 

. Generally, costs of drop forg- 
ings are comparable to high 
quality castings of the same 
compositions. 

Most frequently encountered 
limitations of drop forgings are: 

1. The degree of intricacy is 
relatively restricted—much 
more so than many cast 
forms. 

. Costs for dies are higher than 
molds and patterns for com- 
parable cast shapes. 

. Closed die forgings are 
somewhat restricted in size. 
High costs result from the 
heavier equipment and dies 
required. 

. Hot working reduces the 
power requirements for 
forming, but increases the 
problems of holding toler- 
ances and is likely to result 
in scaling which, in turn, 
requires cleaning. 


. It is impracticable to pro- 
vide holes in two planes in 
drop forgings. Parts of this 
type can not be removed 
from ordinary dies. 

. Production is limited. Steam 
hammers, the faster of the 
two types, are capable of ap- 
proximately 300 blows per 
minute. Because most forg- 
ings require many hammer 
blows, production rates vary 
from 40 to 120 pieces per 
hour. 


Sizes and Tolerances 


Drop forgings range in size 
from tiny pieces weighing less 
than an ounce to those weighing 
hundreds of pounds. Small parts 
are most economically produced 
on board hammers. Larger parts 
are more readily formed on steam 
hammers capable of exerting 
greater pressures and delivering 
rapid, repetitive blows. 

Drop forging is not noted as a 
precision process, although there 
are several degrees of precision 
available from various producers. 
As with other forming methods, 
costs mount rapidly in seeking 
dimensional tolerances closer than 
normal. 

Usual tolerances on smaller 
parts are in the nature of plus or 
minus 0.010 to 0.030 inch. As 
size increases tolerances become 
more liberal. Coining on the small 
and moderate sizes and shapes 
can reduce tolerances to plus or 
minus 0.004 inch, or less. 

Many parts require machining 
allowances of from 1/32 to % 
inch, depending upon the size of 
the part and the material from 
which it is made. 


When to Choose 


There is one prime factor which 
should aid one in determining 
whether to use a forging. When 
it is essential that a part have 
the highest possible strength then 
drop forgings should be con- 
sidered. Today when there are 
many instances where a premium 
can be paid to achieve the great- 
est strength-to-weight ratios in 
parts, drop forgings should be 
chosen even though costs might 
be somewhat higher than similar 
shapes made by other methods. 
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If you produce this gadget . . . housewives 
will love you. Your market would be end- 
less. But there would be problems about 
the kind of steel to use. Better call your 
A.W. Representative. Your A.W. Repre- 
sentative may order a metallurgical study 
of your problems and bring about savings 
that build new profits and increased pro- 


ALAN WOOD STEEL COMPANY 


No matter what you make from Cold Rolled Steel 


An ALAN WOOD Representative can help! 


duction. He can provide you with the latest 
information on cold rolled steel and its 
application, plus experienced advice on the 
gauge, size and type to order. Call him 
today. Your A.W. Representative is always 
available ... never out of touch with your 
location. 


A.W. Cur Nans 
Standard & 
Hardened 


Iron Propucts 
“Swede” pig iron 


Sree. Propucts 
Plates (sheared) 
A.W. Dynalloy Mine Propucrs 
(high strength Iron ore 
steel) concentrates 


Hot rolled sheets Tron powder 





steelmasters for more than a centuryand a quarter» CONSHOHOCKEN, PA. 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 
New York « Los Angeles - Atlanta « Boston + Buffalo + Cincinnati 
Cleveland + Detroit - Houston «+ Pittsburgh + Richmond « St. Paul 
San Francisco + Seattle 

Montreal and Toronto, Canada—A. C. Leslie & Co., Limited 


Hot rolled strip Crushed stone 

Cold rolled sheets Sand 

Cold rolled strip 
Ro.iep Sree. 
FLoor PLatTEe 

A.W. ALoRIP 

abrasive 

A.W. SupEr- Penco METAI 

DIAMOND pattern PRopuctTs Drvision 


Steel cabinets, 
Coat CHEMICALS lockers & shelving 


Coxe 
Foundry, 
industrial & 
metallurgical 


For More Information Write No, 197 on Inquiry 
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l HE COSTLIEST, most time 
consuming problem of railway 
mail handling is the sorting of 
parcel post mail which is too 
large to handle in mail sacks. This 
problem has been resolved for the 
Pennsylvania Railroad’s Philadel- 
nhia mail terminal. An electron- 
ically controlled mail handling sys- 
tem gets the credit. 

This system moves “out size” 
mail through the Philadelphia 
terminal by as much as eight to 
twelve hours faster. Five men op- 
erate the new system. The old sys- 
tem required 15. 

In operation, the sorting sys- 
tem separates out size mail into 
39 lots with only one manual op- 
peration. Two men are required to 
load mail onto a 22-foot powered 
conveyor belt. One parcel goes on 
each three-foot segment of the 
belt. When the parcel passes a 
coding station a few feet beyond 
the loading point, two key-punch 
operators indicate at what point 
on the moving conveyor belt each 


A NEW transparent polystyrene 
packaging film is available which 
sells for less than most competi- 
tive transparent films. Trade- 
marked Trycite, the film is made 
by Dow Chemical Co., Midland, 
Mich. Dow indicates that Trycite 
will sell for about 60 cents a 
pound. This is less than the pres- 
ent cost of cellophane and acetate 
film for similar applications. 
Primary markets for Trycite 
are in packaging foodstuffs, espe- 
cially meats and bacon, and soft- 
goods such as handkerchiefs and 
hoisery; and as “windows” in 
envelopes, cartons, and boxes. In 
addition, the film has possible ap- 
plications in the fields of baking, 
confectionery, cleaning, dairy, 
drugs, grocery, wearing apparel, 
textiles and variety items. Dow is 
working on coatings for the film 
that will make it heatsealable. In 
its present form, Trycite can be 
printed easily, according to Dow. 


Different-Sized Packages 
Sorted, Handled Automatically 


Key -punch operator indicates at what point along the moving conveyor belt 
a parcel is to be unloaded. Paddle sweeps parcel off main belt. 


parcel is to be unloaded. There 
are 39 removal points. As each 
package approaches its removal 
point, a paddle sweeps it onto a 
short inclined roller conveyor, 
placed at right angles to the main 


belt. The parcel slides down the 
inclined conveyor to waiting 
truck. 

The system was developed 
and installed by Stewart-Warner 
Corp. 


Inexpensive Polystyrene 
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Trycite, new polystyrene packaging film, is shown utilized as window mate- 


rial in cartons of grocery products. 


For More Information Write No. 198 
on Inquiry Card—Page 32> 
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stainless strip—to your specifications 


If stainless strip is part of your product, 
consider using Crucible stainless, Cru- 
cible precision-rolls it to your exact 
specifications — produces finishes that 
are surpassingly lustrous. And Cruci- 











ble’s painstaking methods ensure uni- 
form metallurgical quality as well as 
gauge uniformity in coil after coil. Why 
not obtain these combined qualities next 
time you need stainless? Crucible stain- 


less is available in all gauges down to 
.010” and in all widths. Write to Crucible 
Steel Company of America, The Oliver 
Building, Mellon Square, Pittsburgh 
22, Pa. 


CRUCIBLE | STEEL COMPANY OF AMERICA 


Canadian Distributor — 


Railway & Power Engineering Corp., Ltd 





An aluminum coupler plate and two steel pins do the job—with Cope’s patented pin-type coupler. 


Cope cable trough cuts 


labor costs to a fraction! 


Three simple parts—an aluminum 


coupler plate and two steel pins— 
are all it takes to connect complete 
sections of Cope cable trough .. . 
and in less than half the time re- 
quired to connect two lengths of 
conduit. Furthermore, because each 
24” width of trough supports as 
much cable as sixteen lengths of 4” 
conduit, you can sometimes actually 
reduce labor time and costs by 
ilmost 60°¢ for the complete job! 


Space Saving Flexibility. Design 
ind construction features of light- 
weight, easy-to-handle Cope cable 
supporting equipment speed instal- 
lation of space saving systems— 
even in the most cramped quarters. 
\ complete line of system accesso- 
ries and fittings allow for necessary 


changes in direction or elevation. 
Supporting riser elbows, trough to 
box connectors, and drop outs pro- 
vide maximum flexibility of installa- 
tion to meet system requirements 

. reduce design time up to 259% 
for laying out your system. 


Cut Costs Three Ways. You save 
three ways when you specify Cope 
cable supporting systems with pin- 
type coupler ... trough, ladder, or 
channel. 

° LOWER FIRST COST 

* LOWER INSTALLATION COSTS 

¢ LOWER SYSTEM MAINTENANCE COSTS 
Discuss these advantages for your 
installation with a qualified Cope 
representative—or write to T. J. 
Cope Division, Rome Cable Cor- 
poration, Collegeville, Pa. 


SEE YOUR AUTHORIZED COPE 
OrsteeuTOR ToDay 


T.J. COPE 2ixcon 


ROME CABLE 


cormporation®@ 
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Cuts Power Line Outage 
to Minimum 


r 
6) 


Here’s a boon to electric power 
utilities: the development of a 
line fault indicator that locates 
trouble on overhead subtrans- 
mission lines. The indicator is 
permanently attached to power 
conductors at regular intervals. 
In the event of trouble, the indi- 
cator directs the repairman to the 
fault location, eliminating need 
for patrolmen to walk entire 
length of line. Return of normal 
load current releases the target. 
The manufacturer is Pneumafil 
Corp., Special Products Div., 
Charlotte 8, N.C. 


Write No. 18 on Inquiry Card—Paae 32 


Enamel Gives Appliances 
a Better Skin 


The most important advance in 
appliance coatings since the dis- 
covery of alkyd resins is an- 
nounced. This is a product, trade 
named “Dynakote.” This enamel is 
anew type of oil-free baking finish 
based on a cross-linked vinyl 
copolymer. The coating offers the 
rich gloss and depth “look” of 
porcelain. However, it poses none 

(Pleas2 turn to page 74) 
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Test of Fiextoc reliability is this application on preload control of 15,000 Ib.-capacity fatigue testing machine. Apparatus 
is capable of 16,000 stress cycles per hour, and individual tests run to millions of cycles. FLExLocs do not vibrate loose. 


Cut Costs of Vibration-Proof Fastening 
with FLEXLOC Self-Locking Nuts 





FLeEXxLoc self-locking nuts offer 
you a simple, practical solution 
to the problem of keeping 
fasteners tight under vibration 
Constant jarring, high-speed 
oscillation, pounding of heavy 
A ¥ machinery—nothing will shake 
" “EZ J . a them loose. They help give 
your product the competitive 
; advantage of high reliability, 
a qualification that is rapidly 
becoming critical in both industrial and consumer goods. 
FLEXLOCs are 1I-piece, self-locking units. They require no 
lockwashers, jam nuts or cotter pins. There is nothing to put 
together, come apart or get lost; no nonmetallic inserts to 
come out, deteriorate, or be chewed up by rough bolt threads. 
A FLEXLOc goes on like an ordinary nut... start it with 
your fingers, then tighten it with a hand or speed wrench. 
FLEXLocs torque easily, never gall or bind. If bolt threads 
are rough or imperfect, a FLEXLoc tends to smooth them out. 
As soon as 14 threads are past the top of the nut, the FLExLox 
is fully locked. It does not have to seat to lock and can be 
used as a stop nut or a locknut. 
Because they require no auxiliary locking elements, FLEXLO« 
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self-locking nuts facilitate design and specification, simplify 
inventory and handling, reduce assembly time and costs. 
They also save on maintenance, because they are readily 
removed and can be reused many times. Expansion of the 
locking section never exceeds the elastic limit of the metal, 
so that locking power does not diminish with reuse. See your 
authorized FLexLoc distributor for more information. He 
carries FLEXLoc self-locking nuts in a full range of standard 
sizes and materials. Flexloc Locknut Division, STANDARD 
PRESSED STEEL Co., Jenkintown 31, Pa. 





At SPS we apply a dynamic standard of 

hi quality—continually refined—so that our 

f fasteners will always have the high reliability 

factor required by today's faster speeds, 

higher temperatures, and greater dynamic stresses. By using 

SPS fasteners in your assemblies, you can increase their overall 

reliability—the certainty of predictable performance under 
actual service conditions 


High Relabslity 


For more information on the full meaning of reliability, write 
for a copy of the new SPS booklet “High Reliability.” 











Jenkintown - Pennsylvania 





Standard Pressed Steel Co. « The Cleveland Cap Screw Co. e 


+ hel Co 


Columbia Steel Eq 


Co. @ National Machine Products Co. 


SPS Western @ Standco Canada ltd. @ 
brako Socket Screw Co., ltd. 
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PACKAGING 
IAT PAYS OFF! 


Continental 
Steel Containers 


®@ Positive protection 

Superior lithography 

Fast delivery 

Top quality 

Full line 

Full line of pouring spouts 

Famous Continental service 
Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 


available to help you solve any pack- 
aging problem. 








EG6 


reve 
Coren 
Fiaring Pails Utility Cans Lug Cover Pails 








PERMA-LINED TO 
PROTECT HARD-TO- 
HOLD PRODUCTS 


Airless hot sprayed 
enamel lining assures 
complete interior cov- 
erage, guarantees 
100% protection. 


CONTINENTAL, CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Centrat Division: 135 So. La Saile St., Chicago 3 
Pacific, Division: Russ Building, San Francisco 4 

For More Information Write No. 201 
on Inquiry Card—Page 32 
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(Continued from page 72) 


of porcelain’s problems of appli- 
cation or chipping. Contrasted 
with conventional enamels, “Dy- 
nakote” shows far greater re- 
sistance to attack by chemicals 
and moisture. Also, its gloss re- 
tention is far superior under high 
heat conditions. The new enamel 
was formulated by Canadian In- 
dustries Ltd., P.O. Box 10, Mont- 
real, Que. 

Write No. 19 on Inquiry Card—Page 32 


Tool Speeds Production, 
Cuts Rejections 


A spinning tool performs three 
operations at once—it expands, 
sizes and burnishes. As a result, 
production is increased, costs are 
decreased. Moreover, a superior 
and more durable, leak-proof 
joint is created. It is claimed that, 
by using this spinning tool, the 
time consumed in creating a joint 
on one operation was reduced 
from several hours to only a few 
minutes. Also, vibration tests 
have shown that the spinning 
process creates more desirable 
joints than by welding. The tool 
is made by The Gustav Wiedeke 
Co., 1833 Richard St., Dayton 1, 
Ohio. 

Write No. 20 on Inquiry Card—Page 32 


“Drop what you’re doing. Coffee 
time.” 


Hard-Surfacing 
Tungsten Carbide Powder 


A hardsurfacing powder with a 
high content of tungsten carbide 
can now be applied to steel parts 
by metal spraying techniques. The 
powder is said to provide a hard 
surface closely approaching the 
maximum wear qualities of 
cemented tungsten carbides. The 
latter have been successfully used 
for two decades in metal cutting 
tools. With the new spraying 
powder, irregular shapes and flat 
surfaces can be easily coated. 
Surface coatings can be controlled 
in thickness from .010” to .090”. 
Kennametal Inc., Latrobe, Pa., 
produces the powder. 

Write No. 21 on Inquiry Card—Page 32 











Shippers 
Agree... 


It's P-l-E! 


PACIFIC INTERMOUNTAIN EXPRESS 


TERMINALS AND OFFICES 
IN PRINCIPAL CITIES 


GENERAL OFFICES: P-1-E BUILDING 
14th AND CLAY STREETS 
P. 0. BOX 958 OAKLAND 4, CALIF. 











For More Information Write No. 202 
on Inquiry Card—Page 32 
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In your plant piping systems 
you get 
all these advantages with 


eeeceee 


WALWORTH DUCTILE IRON VALVES 


CORROSION RESISTANCE DUCTILITY 
STRENGTH oP LOW COST 
TOUGHNESS : Pre SHOCK RESISTANCE 
HEAT RESISTANCE a y PROVEN DESIGNS 


AVAILABILITY 


™~ 


Walworth ductile iron valves give you — at low When you buy Walworth ductile iron valves 
cost — corrosion resistance comparable to gray you get the benefit of Walworth’s proven engi- 
cast iron . . . strength approaching that of neering and designs. Sizes % to 24 inches, 
carbon steel .. . long life expectancy and mini- screwed or flanged ends, OS&Y and NRS types. 
mum maintenance. Proven shock resistance... For your copy of the new circular on ductile 
Walworth ductile iron valves have functioned iron valves, contact your local Walworth distrib- 
satisfactorily after being heated to 1350°F and utor, or, write Walworth direct. 

suddenly quenched. 


WOe, 
@ WA LWA7O RIT Ex 
%, : 750 THIRD AVENUE, NEW YORK 17, N. Y. 

- DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


WALWORTH SUBSIDIARIES: ALLOY STEEL PRODUCTS CO. © CONOFLOW CORPORATION © GROVE VALVE AND REGULATOR CO. 
M&H VALVE & FITTINGS CO. ° SOUTHWEST FABRICATING & WELDING CO., INC. bad WALWORTH COMPANY OF CANADA, LTD 


For More Information Write No. 203 on Inquiry Card—Page 32 
Avucust 4, 1958 





A few typical applications of Taylor Vulcanized Fibre 


Welders’ Helmets Golf Club Face Inserts Carrying Cases 





Track Insulation Motor Insulation Abrasive Discs 











Switch Parts Sliding Door Guides Shuttles and Bobbin Heads 


Vulcanized Fibre 
Is Versatile 


The applications of Taylor Vulcanized Fibre are many in 
number. This is because of its many unusual characteristics. 
It is a hard, dense material with excellent physical, mechanical 
and electrical properties. It is tough and resilient; has high 
resistance to impact, abrasion, wear, organic solvents, oils 
and gasoline; it can be machined, stamped, punched and 
formed; it is attractive in appearance, light in weight. 


Taylor Vulcanized Fibre is available in a number of different 
grades, in sheets, rolls and turned rods. Undoubtedly you have 
an application where the unique properties of vulcanized fibre 
can be put to work in your product. A Taylor application 
engineer will be glad to discuss requirements with you and 
recommend the best grade to fit them. Get the benefit of his 
advice by contacting TAYLOR Fisre Co., Norristown 36, Pa. 


LAMINATED seedy VULCANIZED FIBRE 
For More Information Write No. 204 on Inquiry Card—Page 32 
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Machine Laps True 
Contact Surfaces 


A 24-inch semi-automatic lap- 
ping machine can deliver flatness 
to less than one light band 
(.00011”). It produces surface 
finishes as low as 1 microinch 
r.m.s. Work cycle of the machine 
is fully automatic, including the 
application of the lapping com- 
pound. A variable speed drive 
selects the best lapping rate. Spe- 
cially designed magnetic truing 
rings maintain continuous plate 
flatness while the machine is in 
operation. The lapper is designed 
for finishing small parts in produc- 
tion lots. However, it can accom- 
modate any large part that will 
fit in its 8%” ID truing rings. 
Taft-Peirce Mfg. Co., Woonsocket, 
R. I., developed the machine. 
Write No. 22 on Inquiry Card—Page 32 


Meter Measures Flow 
in Either Direction 


A corrosion-resistant indicating 
flowmeter determines flow in 
either direction in any pipe size 
from 114” to 8”. The instrument 
requires no flanges or matching 
orifice plates. It can be easily in- 
stalled in any line in a few min- 
utes. Readings are made directly 
by means of a ball float and a 

(Please turn to page 78) 


For More Information Write No. 205 
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LIVESTOCK 
FEEDING 
MOLASSE 


Neoprene serves as ‘flexible armor” 
on collapsible container for liquid cargo 


A collapsible container that holds 3400 
gallons of liquid cargo is now being 
used by Industrial Molasses Corpora- 
tion of Leonia, N. J. After a molasses 
delivery, the empty container is rolled 
into a bundle only 7’ x 4” long by 21’ 
diameter and stowed with the trailer’s 
return load of dry cargo. 


The outside covering of this new 
shipping container is made of Du Pont 
neoprene chiefly because it resists the 
effects of sunlight and weather. The 


neoprene surface will remain flexible 
in any climate, won’t crack when un- 
rolled after storage 

Neoprene adds many other advan- 
tages as well such as resistance to 
abrasion, rough handling, oil and 
chemica! attack. This balanced com- 
bination of properties makes neoprene 
the answer not only for collapsible con- 
tainers, but also for many other mainte- 
nance products you use. Mail the 
coupon today for additional informa- 
tion on Du Pont elastomers 


ELASTOMERS IN ACTION “Y"**O™ = 
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Better Things for Better Living 
... through Chemistry 
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1 am particularly interested in 


Send me a free copy of The Du Pont Elastomers 
a review of properties of neoprene and HYPALON) 


Add my name to the free mailing list of the 
Elastomers Notebook (contains articles based Name 
on uses of Du Pont elastomers in industry). Fi 
irm 
E. |. du Pont de Nemours & Co. (Inc.) 
Elastomer Chemicals Dept. PC-8 


Wilmington 98, Delaware City 


Address 




















under 
the boiler 
in a steam 


it’s © constant-costs that count ! 


Be Thrifty! Expensive boiler installations designed to 
burn fuels with limited futures is doubtful wisdom. 
The sensible alternative is to bank on Bituminous! 
Plotting your costs over the long run will prove effi- 
ciency and lowest cost in most cases. For, Bituminous 
reserves are unlimited—they’re nearest to most manu- 
facturers—coal technology improves burning equip- 
ment, efficiency and cost year by year. 


Let our Coal Traffic Representatives plot a constant-low-cost 
Bituminous coal for your needs. Ask our man! 


COAL TRAFFIC DEPARTMENT, BALTIMORE & OHIO RAILROAD 
Baltimore 1, Maryland— Phone: LExington 9-0400 


BALTIMORE & OHIO RAILROAD 


BITUMINOUS COALS FOR EVERY PURPOSE 
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linear scale calibrated in gpm. 
Seales covering flow rates from 
3-30 gpm to 200-2000 gpm are 
available. Because the meter 
functions without need of any ac- 
cessory equipment, inventory is 
reduced to just one item. The 
manufacturer is Fischer & Porter 
Co., 677 Jacksonville Rd., Hat- 
boro, Pa. 


Write No. 23 on Inquiry Card—Page 32 


Key-Operated Plug 
Prevents Accidents 





Hazards of unauthorized use of 
electrical tools are eliminated by 
use of an ingeniously designed 
plug. Plug is equipped with a key- 
operated nylon safety bar. The 
latter in its locked, projecting 
position prevents the entrance of 
the plug into an electrical outlet. 
Thus power tools, etc., will re- 
main immobilized. The plug meets 
a definite safety need in plants, 
factories and other places where 
potentially dangerous electrical 
equipment is accessible to un- 
trained personnel. The Yale & 
Towne Mfg. Co., Chrysler Bldg., 
New York 17, designed the safety 
plug. 


Write No. 24 on Inquiry Card—Page 32 
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Dolly Cuts Manpower 
in Parts Handling 


af 


A dolly has been placed on the 
market which enables one man 
to handle and move multiple 
parts-storage-bins safely and with 
ease. This simplifies movement of 
parts, tools and materials within 
the plant. The bins nest securely 
in dolly. They are made of heavy 
gage sheet steel of all-welded 
construction. Swivel casters on 
both ends and two rigid casters 
in center provide dolly with easy 
mobility. It is a product of Stack- 
bin Corp., 1127 Main St., Paw- 
tucket, R.I. 

Write No. 25 on Inquiry Card—Page 32 


Anti-Corrosive Coating 
For Steel Surfaces 


An irreversible uniform emul- 
sion of coal-tar pitch can now be 
cold-applied as an anti-corrosive 
coating for steel surfaces. In cured 
form, the coating adheres firmly 
in a smooth, tough continuous film 
that is highly durable. There is 
no flow at high temperature or 
brittleness at low. It dries from 
the inside out by evaporation of 
the water vehicle through the 
water film. The result is a flexi- 
ble, dark-grey, non-tacky, im- 
permeable barrier. Its producer 
is Selby, Battersby & Co., 5220 
Whitby Ave., Philadelphia 42, Pa. 
Write No. 26 on Inquiry Card—Page 32 
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Some like it HOT 








That’s why this handsome General Electric 
Hot and Cold Combination model is so 
popular. Serves piping hot water for coffee, 
tea, cocoa, broths, soups and other instant 
beverages. Cuts coffee-break time—and 
boosts morale as it does so. 


no lolael= mn ll.¢- mba O71 ©) a BD 


Same G-E Combination serves refreshing 
cold water—and includes a roomy refrig- 
erated compartment. Ideal for storing 
beverages, milk, lunches and—if desired— 
chemicals, biologicals and other unusual 
perishables. Also provides generous supply 
of ice cubes. A virtual refreshment center 
on 15” x 15” of floor space—serves up to 
45 office workers. 


WATER COOLERS 





| 
1» : 











PRESSURE TYPE HOT AND COLD 
COMBINATION. Another popu- 
lar G. E. model for cutting coffee- 
break time. Provides a constant 
supply of piping hot and spar- 
kling cold water. Serves up to 
155 people in schools and offices 
—90 people in light industry. 


GEMERAL G Evectaic 


BOTTLE TYPE WITH COLD COM- 
PARTMENT. Supplies wholesome 
cold water at all times—and has 
c roomy refrigerated comport- 
ment for storing beverages, 
perishables, etc., provides gen- 
erous supply of ice cubes. 
Serves up to 45 office workers. 


STANDARD PRESSURE TYPE. 
Features no-squirt bubbler— 
anti-splash basin—easy -to-clean 
top — full-width foot pedal. In 
7 different sizes — serves from 
40 to 85 factory workers—45 to 
145 office workers. Bottle type 
also available. 


For full information call your General 
Electric Water Cooler dealer—or write 
General Electric Company, Air Conditioning 
Department, Troup Highway, Tyler, Texas. 


GENERAL @® ELECTRIC 


In Canada, Canadian General Electric Co., Ltd., Montreal 


For More Information Write No. 207 on inquiry Card—Page 32 
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HOW RIVERSIDE-ALLOY HELPS YOU 
PICK THE RIGHT STAINLESS 


VAST VARIETY — Knowing your 
problem, Riverside-Alloy cansupply 
1 stainless steel particularly suited 
to your needs ...in wire, rod, or 
strip form. Or, lacking a stock steel, 
Riverside-Alloy will work with your 
engineers to develop new varieties. 


SPECIAL STEELS— Riverside-Alloy 
can supply special stainless steels, 
too—fully soft or spring temper... 
magnetic or non-magnetic... for 
springs or staples, woven baskets 
or egg beaters, in just the size and 
finish you need. 


FREE CONSULTATION — Let a 
Riverside-Alloy representative dis- 
cuss your problems with you. Since 


1919, our steel specialists have 
been available for consultation and 
advice, without obligation. For the 
name of your nearest Riverside- 
Alloy representative, write: 

Alloy Metal Wire Works, 
Riverside-Alloy Metal Division, 

H. K. Porter Company, Inc., 
Riverside, N.J. 


FOR FREE CATALOG, 
‘Design Handbook 
of Stainless Steel’’, 
write on your 
letterhead to the 
address above. 





Hi. K. PORTER COMPANY, INC. 


RIVERSIDE-ALLOY 


METAL DIVISION 


For More Information Write No. 208 on Inquiry Card—Page 32 
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Hand Screw Machine 
Suits Short Runs 


A boon to the metalworking 
shop will be found in a newly 
engineered hand screw machine. 
The tool was designed for runs 
where the volume does not justify 
the high cost of an automatic 
screw machine, and yet can not 
be handled economically by an 
engine lathe. The hand screw 
machine manufactures a wide 
variety of parts, from simple 
washers and shafts to precision 
parts used in the electronics and 
aircraft industries. The manufac- 
turer is Rockwell Mfg. Co., Delta 
Power Tool Div., 400 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. 


Write No. 27 on Inquiry Card—Page 32 


Precision Spur Gear Kits 


A new type of super gear kits, 
made up of A.G.M.A. precision 
I, II, or III gear are now available. 
They have been designed for use 
in breadboards, mockups, experi- 
mental and prototype applications. 
They are made of stainless steel 
and aluminum in 48, 64, 72, 96 and 
120 pitches. Each kit comes in a 
felt-lined case to protect the del- 

(Please turn to page 84) 
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Years ahead G-E Form G motors designed fo... 


Since these motors were first 
introduced they have been the 
key to new design ideas .. . 


ideas to improve products, cut 
costs, and simplify assembly 
and production procedures. 


SSEES ppane ch 








Decora Manufacturing Company 


CUTS SHIPPING COSTS 
$1.50 PER UNIT 


Decora Manufacturing Company set 
out to design a new portable com- 
pressor ... lighter and more compact 
. intended to deliver a good volume 
of high pressure air. 
The General Electric Form G % hp 
motor was a natural—it required 40% 
less space, weighed only half as much 
as the motor they were using, and made 
possible the new model compressor. 
Today, weight of the new compressor 
is down 30 pounds. Shipping costs are 
down an average of $1.50 per unit. 
The sleek modern lines of Decora’s 
compressor make it look better and 
sell faster. 


— 
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Barber -Colman, OVERdoors and Operators Division 


STANDARD G-E MOTOR 
FEATURES CUT COST 12% 


General Electric's Form G motor 
helped Barber-Colman realize a 12% 
savings in manufacturing costs. And 
standard, no-extra-cost features did it 

. G.E.’s all-angle sleeve bearing de- 
sign and the removable cradle base. 


Tests proved that the G-E motor 
could be mounted shaft-down without 
sacrificing lubricating or performance 
qualities, thanks to G.E.’s all-angle 
sleeve bearing. This saved Barber- 
Colman the extra expense of ball- 
bearing motors for this application. 
An extra benefit: In previous Barcol 
Automatic Door Operators, two heavy 
expensive mounting brackets to hold 
the motor had to be manufactured 
and assembled. In today’s design, the 
G-E motor’s removable base is spot- 
welded directly to the operator frame, 
cutting over-all product weight and 
saving on assembly time. 

In all, these advantages meant a defi- 
nite product improvement at a 12% 
cost reduction. 


Sweden Freezer Company 


BEFORE—S57 Parts 


FEWER PARTS REDUCE ASSEMBLY TIME 63% 


The photographs above help to show 
the design simplification which the 
G-E motor made possible in the new 
Sweden Speed Juicer. Results: 
Reduced number of parts 50%, from 
57 to 28 pieces. 


NOW——28 Parts 
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Nearly doubled production with a 
minimum increase in payroll. 

Cut installation time 63% over the 
previous method. 

Made product more compact, more 
attractive, more dependable. 




















OLD DESIGN 


ELIMINATES COSTLY 

SPECIAL MOTORS 
A standard General Electric fhp motor 
enabled Temprite Products to cut 
manufacturing costs and simplify the 
design of their “Bantam 100” car- 
bonator pump. 


NEW DESIGN 


Temprite was using another manu- 
facturer’s special motor with an in- 
tegral pump mounting. The close tol- 
erances found on all standard Form G 
motors made it possible for them to 
eliminate the costly special motors. 
Reason: Close tolerances let them 
switch to an open, lightweight bracket 
designed by a leading pump manufac- 
turer to fit G.E.’s standard endshield. 
No special machining was required 
because every G-E fhp motor is de- 
signed and manufactured to these 
rigid specifications: 


e Each boss face (shown in “new 
design” above) is cast to 0.01 inch 
wabble relative to the bearing bore. 
e Outside diameter of the pulley end- 
shield is held to 0.004 in. tolerance 
and 0.004/.005 in. on eccentricity. 


Results: Elimination of added cost of 
special motors, a weight reduction of 
over 50%, and a more compact, lower 
cost pump. 





650 SHAKES PER MINUTE 


General Electric Form G motors are 
built to take it ... and here’s proof! 
This Red Devil paint conditioner op- 
erates at the rate of 650 shakes per 
minute, a severe test for any motor. 
Red Devil engineers looked long and 
hard for the right motor. They re- 
quired small size. Bearings had to be 
extra rugged. Insulation had to be 
able to shrug off vibration. Windings 
had to be bonded to stay. A break- 
down in any of these components 
would cause motor failure and reflect 
on the quality of their machine. 
General Electric’s standard Form G 
motor matched the extra-high quality 
Red Devil demanded. Engineers from 
G.E.’s General Purpose Motor De- 
partment helped in applying the right 
motor, made many test runs, and of- 
fered free engineering assistance both 
in the factory and at the Red Devil 
plant. The result: a high quality, truly 
dependable machine. 


An extra benefit: Red Devil’s cus- 
tomers, like most machine buyers, 
prefer General Electric motors .. . 
and there’s a General Electric small 
motor service station in every part of 
the country ready to give fast, emer- 
gency service. 





A full line of General Electric 
years ahead fhp motors is 
available in the ratings you need 


General Electric offers you prompt delivery on more than 850 basic models. You 
can choose the right motor for your product without buying costly “specials.” 


LET G-E ENGINEERS HELP ““VALUE-ANALYZE”’ YOUR 
MOTOR PROBLEM FOR POSSIBLE COST CUTS 


General Electric’s sales engineers are ready to assist you in any way they 
can to help you lower costs, increase the power of your product, or 
improve its design. Years of experience have taught them many “tricks 
of the trade” which can help you meet your product requirements at 
lower cost. 


Just call your General Electric Apparatus Sales Office. An experienced 
sales engineer will call as soon as possible. And, if your problem 
is especially tough, factory application engineers will be called in, too! 


Start a value analysis of your product’s 
drive system today. Call now to find out 
how you can improve your product... at 
a savings! General Electric Company, Sec- 
tion 702-66, Schenectady 5, New York. 
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Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 





anew name in 


hydraulic hose assemblies 


and fittings 


Backed by over 


56 years experience! 


The name FLEXON—long a symbol of 
quality in flexible connections—now iden- 
tifies a complete line of hydraulic hose and 
fittings. 

Built into this line is the “‘know-how”’ 
gained through 56 years of manufacturing 
experience . . . 36 years of hydraulic hose 
experience. Like all products bearing the 
FLEXON label, these fluid power products 
are backed by continuous research and 
rigid quality control . . . and are volume- 
produced with modern facilities . . . to 
give you performance and value second to 
none. 

Find out how FLEXON craftsmanship 
can add dependability to your fluid power 
applications. For specific recommenda- 
tions, send an outline of your requirements. 


FLEXON rubber hose is avail- 
able in a wide range of 
types and sizes for every 
fluid power application. 


FLEXON complete hose as- 

blies are furnished with 
@ brood choice of standard 
and special fittings for every 
Pressure range. 
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FLEXON fittings are avail- 
able in reusable, pressed 
on, clamp, flange, $.A.E., 
ond special types, to meet 
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icate precision parts and contains 
a wide variety of gears, shafts, 
collars, couplings, clamps and 
other miscellaneous items. It can 
be procured from P.I.C. Design 
Corp., 477 Atlantic Ave., East 
Rockaway, N.Y. 


Write No. 28 on Inquiry Card—Page 32 


Containers Filled 


A conveyor type automatic 
filler is designed for filling plastic 
vials, glass or metal containers in 
standard or odd shapes. The ma- 
chine incorporates a positioning 
mechanism that seats the con- 
tainers precisely under the filling 
spouts. This arrangement elimi- 
nates spilled liquids. As a result, 
perfectly clean, dry containers 
are fed to the labelling machine. 
The filler handles all size con- 
tainers ranging from one dram 
to 16 oz. The two models have 
filling speeds of 60 and 120 con- 
tainers per minute, respectively. 
The fillers can be procured from 
National Instrument Co., 2701 
Rockwood Ave., Baltimore 15, 
Md. 

Write No. 29 on Inquiry Card—Page 32 
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Mr. Flexon identities 
products of Flexonics 
Corporation that have 
served industry for 
over 56 years. 


1316 S. Third Avenue ¢ Maywood, Illinois 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
Manufacturers of metal and rubber hose, expansion joints, metallic 
bellows and aircraft components. 


For More Information Write No. 210 on Inquiry Card—Page 32 


“I've been trying to get past your 
receptionist for three months.” 
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For Fast, Dependable Service, Coast-to-Coast . -- 


.\ 
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Mark your 
Purchase 
Orders 





Purchasing Executives... 


_.. from coast-to-coast are finding out they can eliminate their 
shipping worries by marking orders "p.C’. 


TTT 


D-C’s direct, coast-to-coast motor carrier service assures yOu 


these benefits: 


Tv 
o 
' 
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ad D ~ Cc 1S FASTER — One-carrier direct service from coast-to-coast. 
2-man sleeper cabs go straight-thru with no transloading — cuts 20% 
off running time. 


© D - Cc 1S SAFER—One-carrier responsibility from pickup to delivery 
assures safe arrival, speeds tracing. 


1D - Cis MORE DEPENDABLE—One-carrier control means expe- 


rienced personnel, modern equipment and facilities all the way. 


Join the ever-growing list of satisfied Purchasing Executives who 

have found the answer to shipping problems — specify p-Cc— 

the coast-to-coast choice for coast-to-coast service! * 
he 


A. 
ONE 
STEP 
ACROSS , 
THE 


TERMINAL CITIES NATION 


MIMI 
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Albany, New York. . UN. 9-8416 Los Angeles, Cal... AN, 1-0241 
Buffalo, New York...--- J +Nashville, Tenn. .-- CH. 2-5284 
Chicago, Illinois New York, New York. LO. 4-3320 
Cleveland, Ohio .9- (N. Bergen, N. J.). -UN 3-0900 
Colo. Springs, Colo. . «ME. 4- tOwensboro, Kentucky MU. 3-5363 
Denver, Colorado... -U¥. &- Phoenix, Arizona. .-- AL. 8-532! 
Detroit, Michigan . 3-9 Pueblo, Colorado. - - Ul. 3-4425 
tEvansville, Indiana... - Fi”. “- St. Louis, Missourt. - - _CH. 1-7830 
Kansas City, Mo .3- Seattle, Washington. .MA. 4-3850 
tLovisville, Ky Syracuse, New York. .GR. 1-4103 
Terminal Cities 





OFF-LINE SALES OFFICES: 


Atlanta **indianapolis **Rock Island, Ill 
Boston *milwaukee San Francisco 
** Cincinnati Philadelphia South Bend. Ind 
*Dayton *Portland, Ore **Toledo 
**DeKalb, lil. Rochester, N.Y Washington, D. C 
**Ft, Wayne 
* With Trailer Pool **Trailer Pool Only 





DENVER CHICAGO 
TRUCKING CO., INC, 


The ONLY Coast-to-Coast Carri 
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Office Equipment and Supplies 





Modernize for Some PEOPLE feel that a roll- 


es top desk can only be found in a 
Greater Efficiency == mtmm. Tits 1s ast 0; oven 
though it should be so. There are 
many rolltops and desks of the 
same vintage still to be seen in 
executive offices throughout the 
country. 

Time study engineers, methods 
men and decorators are continual- 
ly stressing the importance of of- 
fice decor and the results it helps 
to achieve in the smooth flow of 
paperwork. 

Furniture manufacturers have 
answered these needs with an 
ever-increasing number of styles 
and types of office furniture. 
Among the latest to come forward 
with a new style is the General 
Fireproofing Company. 

Recently unveiled at the com- 
pany’s headquarters in Youngs- 
town, Ohio was “a completely 
new concept in executive office 
furnishings and equipment called 
‘Italic Styling.’ ” 

The phrase, Italic Styling, was 
created because of the similarity 
between the slanted front leg of 
this new executive furniture and 
the well-known slant of italic let- 
tering. In addition, italics are 
used for emphasis in printing, and 
the slanted leg makes this furni- 
ture stand out distinctively. 

GF Studios, a new company 
division, has been set up to handle 
sales of this new office concept 
throughout the country. The new 
division is staffed with a specially 
trained corps of interior design 
specialists, headed by nationally 
known authorities in the field of 
office decorations and arrange- 
ments. 

As part of its service, the new 
division will supervise complete 
office redecoration including car- 
peting, drapes, office appoint- 
ments, and accessories, all blended 
to fit a specific color and arrange- 
ment theme. 

While the new line is geared 
to create a new concept in ex- 
ecutive offices, the same design 
a principle can be _ incorporated 
A 66 inch desk for secretary or receptionist de- throughout an entire series of of- 
signed to harmonize with companion executive fices so that all decorations fit 
office. within a unified concept. 





A 72 inch desk and console combination of anodized aluminum in bronze 
gold and natural finish. Top in “Tawny Walnut.” 
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Another leading company meets the big Profit Challenge of 1958 
with an Edison Voicewriter tailor-made dictating system. 


Vabisco increases efficiency... 


improves correspondence output and saves $30,000 
annually with Edison Voicewriter dictation! 


National Biscuit C ompany controller, 
C. S. Webster says: ““We set out to cut 
the cost of our General Office type- 
written communications load and, at 
the same time, find a more effective 
method of handling this necessary job. 
Centralized dictation recording with 
Edison Voicewriter has supplied the 
answer to both problems by cutting 
equipment cost 65° . . . by improving 
our output of correspondence 31 ‘ 

by doubling our capacity for typewrit- 
ten correspondence of all kinds.” 


Edison... the organization that pio- 
neered dictating equipment and network 
dictation ... has over 70 years’ experi- 
ence in the office correspondence field. 
Why don’t you investigate the Edison 
systems know-how that currently saves 


Nabisco more than $30,000 a year? 

A Voicewriter tryout is easy! 
There’s no need to start off with a large 
system. With the Voicewriter VPC-1, 
doubling as a dictating instrument and 
secretarial transcriber, any executive 
can quickly clean up correspondence at 
his desk, at home, or on the road... 
have time for other important tasks. 
And with the Edison easy-pay plan it 
costs only $17.81 a month. 

Your secretary will like the Voice- 
writer, too! Your voice comes through 
accurately, without interruptions, on 
the Voicewriter Diamond Disc. Secre- 
taries can take care of routine typing 
faster, with less effort . . . and have 
more time for the interesting responsi- 
bilities of a “‘Girl Friday.” 





Let us prove that 

you will profit with Voicewriter! 
Now’s the time to find out just what 
Edison Voicewriter . real dictating 
equipment can do for you. See how 
much more it offers over the so-called 
economy makes! For a free demon- 
stration—or literature—write Dept. 
PM-804 at the address below 





Edison Voicewriter ¢ a product of Thomas A. Edison Industries 


Thomas A. Edison Industries, West Orange, N. J. 


In Canada: 32 Front Street W., Toronto, Ontario 


For More Information Write No. 212 on Inquiry Card—Page 32 


Avucust 4, 1958 








The young lady is 
to be commended 
BECAUSE 


REMARKABLE 


RESISTALL 


LINEN LEDGER 
1S WASHABLE! 





and withstands all such things as 
hard rubbing without roughening 
the surface ... plus 
Resistance to 
Boiling water 
Oil and grease 
Hard handling 
Many alkalis and acids 
Perspiration 
RESISTALL Linen Ledger is made of 
100% new, white cotton fibers. 
Another famous L. L. Brown quality 
value. 
YOURS AT VIRTUALLY 
NO INCREASE IN COST 


L. L. BROWN 


Correspondence & Record 


__, PAPERS 
| | om 
tS Since 1849 
be Adams, Massachusetts 
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Office Equipment 





«ll 
A new ten-key adding machine, 
hand-operated for adding, sub- 
tracting and listing has just been 
announced by the Monroe Calcu- 
lating Machine Company, Orange, 
New Jersey. The machine is price- 
designed to enable purchasing 
agents to put one on every desk; 
and is rugged enough to with- 
stand the wear and tear of heavy 
use. 
Write No. 30 on Inquiry Card—Page 32 


A new drafting medium—Dura- 
cene Tracing Film—that is ex- 
pected to replace conventional 
materials, including cloth has been 
introduced by Keuffel & Esser 
Company, Hoboken, New Jersey. 
So strong as to be virtually in- 
destructible, this film cannot be 
torn. It is permanent and will not 
discolor, split, or crack from age 
or heat. Its uniformly high trans- 
parency produces clearer repro- 
ductions in a shorter time than 
other drafting media. Prime appli- 
cations include all instances where 
the preservation of valuable draw- 
ings or frequent handling of trac- 
ings are involved. The moderate 
cost, however, makes it suitable 
for general drafting room use. 
Write No. 31 on Inquiry Card—Page 32 


Two all-metal desks designed 
for executives who need a lot of 
elbow room were recently intro- 
duced by the Columbia-Hallowell 


Div. of Standard Pressed Steel 
Co., Jenkintown, Pa. Both models 
offer more than 20 per cent addi- 
tional work area than standard 
desks without increase in occu- 
pied floor space. Key to the extra 
work area of the new desks is 
extension of the work surface 
beyond the body of the desk. The 
angles of the pentagon-shaped top 
permit the accommodation of up 
to 10 persons at a conference, with 
plenty of leg and elbow room. 
Write No. 32 on Inquiry Card—Page 32 


A new method for cleaning 
wall-to-wall carpet installations 
was introduced recently by 
Racine Industrial Plant, Racine, 
Wisconsin. The process includes 
a new machine, the Host Electric 
Upbrush, and a cleaning com- 
pound, Host Drycleaning for 
Carpeting. The most significant 
features of Host are that it is 
easy to use, cleans by removing 
dirt, restores carpeted texture, 
and leaves room ready for instant 
use with no wait for drying. A. 
Beshar & Co. was selected as the 
dealer for the New York metro- 
politan area. 

Write No. 33 on Inquiry Card—Page 32 


A new eight page illustrated 
booklet, especially prepared as a 
factual guide in the selection of 
office copying machines, has been 
published by Copease Corpora- 
tion, 425 Park Avenue, New York, 
N. Y. Titled, “The Truth About 
Office Copying Machines,” the 
booklet analyzes the principal 
reasons for the growing use of 
copying equipment in modern 
business offices, and points out 


_ the advantages and disadvantages 


of the various copying machines 
on the market. 
Write No. 34 on Inquiry Card—Page 32 
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WITHOUT 


CARBONS 


NCR PAPER DOES IT!... produces cleaner, clearer copies 


Business forms users everywhere are dis- 
covering that NCR Paper speeds up 
their;work. Without using carbon paper 
or even any carbonization, this amazing 
paper makes perfect copies of sales slips, 
invoices, premium notices, stock requisi- 
tions—any one of hundreds of applica- 
tions where clean, clear copies are needed. 

Non-smearing NCR Paper, perfected 
by the research laboratories of The Na- 
tional Cash Register Company, elimi- 
nates smudging of copies or fingers and 


ANOTHER PRODUCT OF 


is easy to handle because it requires no 
carbon inserts. Up to five legible copies 
can be made with a standard typewriter, 
ball-point pen or pencil and eight or more 
with a business machine or electric 
typewriter. 

NCR Paper is simple to use. Just put 
together several forms. Copies are ob- 
tained from hand written or business 
machine or typewriter forms. Finished 
copies are always neat and clean, easy 
to read. 


THE NATIONAL CASH REGISTER COMPANY, pvayton 9, onio 


989 OFFICES 


IN 94 COUNTRIES 


Have your forms printed on NCR Paper 
by your present forms supplier. You'll be 
amazed how easily it solves the problem 
of producing multiple copies. You'll get 
better, cleaner copies in less time! Phone 
your present forms supplier, to- 

day, for further information. case) 


*TRADE MARK REG. U.S. PAT. OFF. 


NCR PAPER AND SUPPLIES 
ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 


ie eda 
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THE carbon for any typewriter, 
and nearly every copy job! 


Flexibility and then some, that’s NU-KOTE, the first plastic-base 
typewriter carbon. Just one grade and finish for any typewriter 
and practically any copy job imaginable. NU-KOTE outlasts 
ordinary carbons 3 to 1. And NU-KOTE makes the cleanest 
copies, keeps hands clean, too. You get clear, sharp copies, first to 
last—as your free trial will prove! Available only through your 
local dealer. 


FREE SAMPLE! 
For a free sample of NU-KOTE just mail this coupon, attached 
to your company letterhead. 
nz Dealer Sales Dept. 
Burroughs Corporation, Detroit 32, Michigan 
Name 





Firm 
ae Address Eee eee 
Buy where you 
see this sign City _— Zone State__ 


For More Information Write No. 215 on Inquiry Card—Page 32 
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Lightweight and rapid sheet 
changing are features of the Jet- 
Lok, a looseleaf binder manu- 
factured by The Heinn Company, 
3800 W. Vliet St., Milwaukee. The 
new binder uses no screws; holds 
sheets under compression or with 
loose anchorage for flatness when 
open. It also allows expansion of 
75 per cent over its minimum 
capacity. It can be made for sheets 
from 9% to 12 inches. 


Write No. 35 on Inquiry Card—Page 32 


The Olivetti Graphika, a man- 
ual typewriter with proportional 
spacing, is now being marketed 
by Olivetti Corporation of Amer- 
ica, New York. The Graphika 
automatically gives each letter the 
amount of space appropriate to 
its shape. The space bar is in two 
sections and provides a choice 
of spacing between words. Right 
hand margins can be “justified,” 
as on a printed page, when de- 
sired. By using the two-section 
space bar and Expander Lever 
in various combinations, a wide 
variety of effects can be obtained. 


Write No. 36 on Inquiry Card—Page 32 


Latest advances in offset dupli- 
cating supplies are described in 
a new catalog (#22) offered 
by Michael Lith, Inc., 143 West 
45th Street, New York, N. Y. The 
catalog is designed for organiza- 
tions with Multilith, Davidson, A. 
B. Dick, Whitin and other similar 
duplicating machines. 


Write No. 37 on Inquiry Card—Page 32 
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Complete ... 


Accurate... 


Easy to use... 


can be kept right on your desk 


“We use Conover-Mast Purchasing Directory in place of all others, as it is 
always up-to-date and complete.”—J. F. Sayre, Pur. Supt., Armstrong Rubber 
Mfg. Co., Des Moines, lowa 


DESIGNED FOR INDUSTRIAL PURCHASING ONLY 


The handiest buying directory available to industrial purchasing 
agents—complete in one volume. 


wholly industrial; no con- e trade name, address section, 
sumer goods listed. and special mechanical data 
100% verified listings — section included in back of 
complete and up-to-date. book. 
company size indicated by modern type and layout on 
average employment—an ac- white coated paper stock. 
curate and current measure. 

If you want reliability and convenience try C-MPD. For more informa- 


tion write to: 
Conover-Mast 


PURCHASING DIRECTORY 


205 EAST 42nd STREET, NEW YORK 17, N. Y. 
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Association News 





New England PA’s on Plant Tour 


Twenty-seven members of the 
New England Purchasing Agents 
Association wound up their cur- 
rent series of plant visits by tour- 
the world’s most modern 
brewery, the Natick, Mass. plant 
of the Carling Brewing Company. 

The trip was arranged by Her- 
bert W. Rixon, Jerguson Gage 
and Valve Co., chairman of plant 
visitations for the NEPAA. The 
host was Philip F. Bamforth, pur- 
chasing agent for Carling’s north- 
eastern operation. 


ing 


President F. Stan Romanse 


a al 77, 


- Charter members of the Milwaukee Ass’n are: (from left, stan 
W. Nicholson, Theodore F. Wolter, Orville G. Starke, Thomas C. 
and W. H. Wenzel, and (from left, seated) Paul C, Stahnke, J. E. Moriarty, 


Jack T. Clancy, and G. H. Money. 


Q? 


It was the first time that 
NEPAA members had toured the 
facilities. Many stated that they 
would return at a later date with 
their wives and friends. Mr. Bam- 
forth, aided by the plant’s securi- 
ty force, served as guide. An in- 
formal session was held in the 
attractively decorated visitors’ 
lounge. On the tour the members 
learned that nine-tenths of the 
raw materials and supplies used 
by the Natick plant, are pur- 
chased in New England. 


J. F. Nowell, right, of Atlantic Pipe 
and Supply, Inc., points out to W. J. 
Rudgis of the same firm an applica- 
tion of one of their company’s de- 
vices in Carling’s carbonating room. 


New York PA’s Elect Officers 


The Purchasing Agents Assoc- 
iation of New York elected F. 
Stan Romanse, Babcock & Wil- 
cox Co., president for the 1958-59 
association year. 

Other officers elected were: 
George W. Baker of the Port of 
New York Authority, first vice- 
president; Gailon C. Fordyce, 
American Cyanamid Co., second 
vice president; Charles B. Adams, 
General Electric Co., director; 
Robert Unger, Dragon Cement 
Co., director; Micheal D. Mac- 


ding) Joseph 
Ingermann 


Burney, Barrett Division, Allied 
Chemical Corp., director; Lewis 
A. Norris, New York Stock Ex- . 
change, treasurer. 

Mr. Romanse joined the As- 
sociation in 1947, was active in 
committee work, served two terms 
on the board of directors, was 
elected second vice president for 
1956-57 and served as first vice 
president prior to succeeding 
David S. Gibson of the Worthing- 
ton Corp. as president. 


Milwaukee Ass'n 


Observes 40th 


Anniversary 


Seven charter members were 
present when the Milwaukee As- 
sociation of Purchasing Agents 
observed its 40th anniversary at 
a dinner at the Elks club. 

William J. Grede, president, 
Grede Foundries, Inc., of Mil- 
waukee and former president of 
the National Association of Man- 
ufacturers, was the _ speaker. 
Other newly elected officers are 
Fred J. MacDougall, Allis-Chal- 
mers Manufacturing Co., vice- 
president; T. C. Ray, Inland Steel 
Products Co., secretary; Frank E. 
Messar, Globe-Union, Irce., trea- 
surer, and Clancy, national dir- 
ector. 
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When it’s tool-up time in Detroit— 


“UNITED AIR LINES AIR FREIGHT 
GIVES US A HEADSTART 
ON NEXT YEAR'S MODEL" 





— E. D. HEILBRUN, Director of Traffic 
The Budd Company, Philadelphia, Pa. 


**When Detroit agrees on final changes for next __ right into the speed picture. They always have 
year’s cars, our two Philadelphia plants move with space to Detroit for us when we need it. And 
all possible speed on jigs and dies. United fits they use kid gloves in handling our shipments! 9? 





UNITED AIR FREIGHT RATES ARE LOW 


PHILADELPHIA to DETROIT . $ 6.05 
CHICAGO to SALT LAKE CITY - + $13.65 
DENVER to NEW YORK. . . $17.70 
SAN FRANCISCO to SOUTH BEND .... . $21.05 
Aires 06 GEATUIE «nt tte eet oe 2 ee 


* These are the rates for many commodit.es. They are often 
lower for larger shipments. Rates shown are for informa- 
tion only, are subject to change, and do not include the 
3 federal tax on domestic shipments 








WALTER BOYD, United's cargo repre- 
sentative, watches the shipment land 
at Willow Run —on time You find market coverage on both passenger 


this dependability throughout United. and all-cargo planes offer distinct 


People go out of their way to give each AIR LINES competitive advantages. 


shipment personal attention. 


LOW RATES are only part of the 
story. United’s speed ind 80- 


® 
IT COSTS NO MORE FOR EXTRA DEPENDABILITY—ON UNITED, THE RADAR LINE 


For service, informatior r Air Freight book'let, cal! the nearest United Air Lines Re presentative 
or write Cargo Sales Division. United Air Lines, 36 South Wabash Avenue. Chican I!'inois 


For More Information Write No. 216 on Inquiry Card—Page 32 For More Information Write No. 217 on Inquiry Card—Page 32— 
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COLD FINISHED BARS 
provide superior finish, 
STEEL uniformity, machinability 





“J&L B-1113 leaded steel provides 
flawless finish, speeds machining of 
Singer sewing machine parts 35%” 


“Flawless finish of ‘Slant-O-Matic’ hook 
assembly components machined from 
J&L B-1113 leaded steels, and carefully 
polished, prevents thread snags,” ac- 
cording to officials of Singer Manufac- 
turing Company. 

With the “Slant-O-Matic” hook as- 
sembly moving at 3200 revolutions a 
minute, the slightest burr or tool mark 
on any part would snag the thread. 
Singer officials report the machined sur- 
faces with J&L steel are “definitely 
easier to polish.”” They are now using 
leaded steel in over 100 components on 


the scores of industrial and household J&L's B-1113 leaded steel permits 35% higher 
machining speeds in this multiple spindle screw 
machine operation at Singer Manufacturing Co., 
Elizabethport, N. J. 


machines they manufacture. 


‘Use of cold finished leaded steel bars 
also speeds production 35% on our 
multiple spindle screw machines. And 
we get 25% longer tool life,’ Singer 
officials report. 

Similar machining qualities and speed 
are possible in your operations with J&L 
controlled quality cold finished steel 
bars. A J&L steel specialist can recom- 
mend exactly the right steel for any job 
from J&L’s complete cold finished line. 
Chances are he can help you get im- 
proved finishes, higher cutting speeds 
and longer tool life. 

Call your local distributor, or write to 


Jones & Laughlin Steel Corporation, Superior surface finish of-these hook assembly 
Dept. 543, 3 Gateway Center, Pitts- components prevents thread snags on Singer's 
P : : : **Slant-O-Matic’’ machines. Parts are machined 


burgh 30, Pennsylvania. from J&L leaded steel bars 


Jones & Laughlin Steel Corporation 
STEEL PITTSBURGH, PENNSYLVANIA 





Find out what's new 
in corrugated boxes— 


al to your 


H & D Packaging Engineer 


anh} 
HINDE & DAUCH ay 


Owision of West Virgena Pulp and Paper 


Sandusky, Ohio 
15 Factories 
42 Sales Offices 


ae 
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” FREE SAMPLES 


and 


- APPLICATIONS 
« INDUSTRIAL 


Govt. 
Specifications 


SEE 

HOW 

FELT 

FITS IN 
WITH YOUR 
PRODUCTS 


Ask for booklet 


See why 
CONTINENTAL 
FELT 
fills hundreds 
of set daily 


T-ONTINENTAI bod gs 1208 
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CLASSIFIED DEPARTMENT 





Contract Work e Used Equipment For Sale e Business Opportunities 


Send orders to: 


CLASSIFIED DEPARTMENT ° 


PURCHASING 


205 East 42nd Street, New York 17, New York 





RATES 


Undisplayed (set solid) .90¢ line 


Displayed $8.50 inch 











FOR SALE—1 Jeffrey Mf Company Bag 
Stacker With Motor. Todays Replacement 
Cost $4800. Our Selling Price $375. Send 
For Photo. Schneider Printing Co., Palmyra, 


Penna. 














you have for sale. 





WE'RE LOOKING TO BUY!!! 
* INVENTORI 


OF DISCONTINUED OR OFF SEASON LINES 
"MACHINERY 
PRODUCTION & SPECIAL BUILT 
° RAW MATERIALS — EQUIPMENT — PACKAGING SUPPLIES © 


USED IN ALL INDUSTRIES 
NOTE: — Our buying range is so varied that is is impossible to describe the 
many items we buy — we will make you a worth while offer for ANYTHING 


NATIONAL TRADING CO., 202 CAMDEN ST., NEWARK 3, N. J. 


ES ° 











Association News 





Chesney Elected 
8th District VP 


J. Dukehart Chesney, 8th District 
vice president. 


Mr. J. Dukehart Chesney, Pur- 
chasing Agent of Huyck Felt 
Company Division, F. C. Huyck 
& Sons, Rensselaer, New York, 
was elected vice-president for the 
8th District of the National As- 
sociation of Purchasing Agents. 

Mr. Chesney has been active 
in purchasing agents association 
affairs for a good many years and 
held the position of president of 
the Purchasing Agents Associa- 
tion of Eastern New York 1955- 
ern New York for two terms, 
56, and National Director of East- 
1956-57 and 1957-58. 


Dayton Association’s 
Honor Awards 


The Purchasing Agents Associ- 
ation of Dayton, Ohio, at its clos- 
ing meeting for 1957-58, honored 
members who had distinguished 
themselves in loyal service. To 
Edwin J. Thum, a recent retiree 
of The Specialty Paper Co. and 
a past president of the Associa- 
tion, a plaque was presented as 
a special award for meritorious 
service. Appreciative service 
awards were given to Walter 
Everhart, The Sterling Rubber 
Co., and Ralph Gaywood, The 
Horstman Printing Co. They are 
the Association’s secretary and 
treasurer, respectively. Perfect at- 
tendance pins were presented to 
Tom Becker, The John A. Becker 
Co. and Roy Oler, Aetna Paper 
Co. 
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WHICH BEARING 
IS RIGHT FOR YOU? 





a 


Play it safe! Do business with an 
AUTHORIZED FAFNIR DISTRIBUTOR 


Four radial ball bearings are illustrated 
above, all with the same size bore and 
outside diameter. Each is equipped, how- 
ever, with a different device for protec- 
tion against contaminants. 


The bearing on the left is designed with 
metal shields. Felt seals are mounted in 
the bearing next to it, while in the third 
bearing, frictionless Mechani-Seals are 
used. The last bearing is equipped with 
contact-type Plya-Seals. 


Which bearing is right for your particular 
need? A dependable place to» get the 
answer — to this or any bearing problem 
—is from your Authorized Fafnir Dis- 
tributor. 


He's a bearing specialist — up-to-date on 
bearing features and refinements that are 


of critical importance to you in terms of 
cost and efficient performance. 


As a specialist, he is able to give you 
expert, unbiased help with your bearing 
requirements — whether it’s a simple 
matter of replacement or a problem of 
specifying the proper bearing for a par- 
ticular application. 


By ordering from your Fafnir Distributor, 
you avoid the risk of equipping with ob- 
solete bearings, or units that are “‘second 
best" for the job. You are supplied from 
stocks of latest manufacture and design. 


Play safe. For the most effective and co- 
operative help in bearing selection, sup- 
ply, and service, do business with your 


Authorized Fafnir Distributor. 


The FAFNIR BEARING COMPANY, New Britain, Connecticut 


i: 
Ae Net 
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For More Information Write No. 220 on Inquiry Card—Page 32 


Aucust 4, 1958 





MORE POWER... 


ei WS le | = eo Ae 
HIGHER POWER FACTOR! 


BALDOR 


Streamcooied 


MOTORS 
BALTRIC LINE 


For general use or for specific ap- 
plications demanding the most 
exacting requrements, the Baltric 
line of motors more than fills the 
bill. One reason is the “Monocast”’ Stator shown above. 


Steel laminations in an aluminum alloy casting form a stator 
frame of greater stability ... greater rigidity. This permits 
the use of a new and better slot design. The result is uniform 
magnetic flux distribution throughout the motor—gives more 
power, greater efficiency, higher power factor and quieter 
operation. 


If you’re interested in getting top efficiency from your equip- 


ment while holding costs to a minimum, investigate the 
Baltric line of motors—without obligation! Just write... 


ELECT RIS COMPAN VY 
4363 Duncan Avenue « St. Lovis 10, Missouri 
Over 500 Authorized Soles & Service Distributors in U. S.A. 


District Offices: Atlanta « Chicago « Cleveland « Dallas + Dayton » Des Moines « Detroit « Litchfield, Conn, 
Los Angeles » Milwaukee « Minneapolis « New Orleans » New York » Kansas City, Mo. 
Oakland « Philadelphia « Portland, Ore. « Syracuse. 
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PAANJ Elect Officers 
for 1958-59 


The slate of candidates, pre- 
sented by the nominating com- 
mittee, was elected unanimously 
at the May meeting of Purchasing 
Agents Association of North Jer- 
sey. The following will guide the 
association’s destiny for the com- 
ing year: president, Phil Rich- 
mond; national director, Rube 
Atkins; Ist v.p., Howard Webster; 
2nd v.p., Ted Kopacki; treasurer, 
Irene Gordon; secretary, Chas. 
Messner; exec. comm., Bill Coates 
(2 yrs.), Phil King (2 yrs.), John 
Babiy, Abe Kraus (both 1 yr. 
remaining). 

The second annual spring golf 
tournament of the PAANJ was 
held at the Canoe Brook Country 
Club on Thursday, May 22, a day 
of perfect weather. The greatest 
thrill of the day was experienced 
by Dick Meissner of U.S. Rubber 
Co. He made a hole in one from 
the 14th tee. A new member, A. 
W. Custer of the Ciba Pharma- 
ceutical Co., won the Association 
trophy. Later in the evening, the 
Education Committee met with 
Hank Ziobro of Rutgers Universi- 
ty. The conferees selected a sub- 
ject for the University’s next 
Purchasing Conference, namely, 
“Communication in Purchasing.” 
Date for meeting was tentatively 
set at November 20th. 


Economist Addresses 
Twin City PA Ass’n 

The May meeting of the Twin 
City Association, held at the Town 
& Country Club, was election 
night. The official slate voted on 
was: president: R. A. Bateman; 
first v.p., A. R. Boesel and T. M. 
Stirmlinger; second v.p., W. K. 
Freed and Wayne Hamlett; sec- 
retary-treasurer, E. O. Burchell; 
director (4 year term), F. R. 
Chambers and C. C. Forster. The 
guest speaker was Oscar F. Lit- 
terer, economist for the Federal 
Reserve Bank of Minneapolis. He 
gave a most interesting talk on 
current economics and credit de- 
velopments in the nation as a 
whole, with special emphasis on 
conditions locally. 
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First choice of the rocket 
and missile industry... 


veee oat ee We'll make it from 


are widely used and approved by 
the aircraft and missile industry: 


MARSH Pressure Gauges... | 
because they combine the most advanced a 
features ever found in pressure, vacuum and 


compound gauges. There is a Marsh Gauge 
for every conceivable application. 


MARSH Needie Throttling Vaives ..- 
because they are guaranteed to give micro- 
meter regulation at HIGH pressures— 
pressure up to 10,000 psi—and any temper- 
ature up to 500° F. 


MARSH Dial Thermometers... 
because they offer the precision and accu- 
racy a precision industry demands. Most 


complete line; wide temperature ranges, dial 
sizes, patterns, finishes. 


All Marsh products available with AND threads 


MARSH = 


MARSH INSTRUMENT CO, Soles Affilicte of Jas. P. Marsh Corp. Dept. G, Skokie, Ill. 


Marsh Instrument & Valve Co., (Canada) itd., 8407 103rd St., Edmonton, Alberta, 
Canada. Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 





WELDED ENGINE BASE 


JAMMED UP? Alcoa’s Jobbing Division can shake 


For More Information Write No. 222 on Inquiry Card—Page 32 





we design and you loose, on complicated or long-run jobs in fabri- 


cated aluminum. Complete engineering-fabricating 


° acilities, backed by the world’s 1: st research or- 
manufacture wire cloth and facilities, backed by the world’s largest research or 


ganization. Also many standard products: shipping 

drums, vessels, tote boxes, pallets, phone booths, farm 
perfora ted metal gates, electronic cabinets, process equipment, welded 
tubes, tanks. 


SEND FOR FREE BOOK TODAY 


Fully illustrated 16-page book- 
let describes in detail Alcoa’s 
unmatched facilities for weld- 
ing, rolling, brake forming, 
bending, spinning, finishing, 
testing, complete engineering- 
fabricating services. 


f aieeenen Your Guide to the Best 
' Vv. i in Aluminum Value 
ALCOA © 


ALUAINUM “ALCOA THEATRE" 
aon em , Exciting Adventure 
—_ Alternate Monday Evenings 


ALUMINUM COMPANY OF AMERICA 
1949-H Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send my free copy of Alcoa Aluminum Fabri- 


Send your inquiries to: cating Facilities. 


Name Title 


WAYNE WIRE CLOTH PRODUCTS, INC. aNady 


Street Address 
Gell cold comma ll dalictela 





City State 





For More Information Write No. 223 on Inquiry Card—Page 32 For More Information Write No. 224 on Inquiry Card—Page 32 
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Employment Service 








Buyer 
Machinery—Raw Materials 


Expanding multi-plant Wisconsin 
Paper Manufacturer needs high I.Q. 
aggressive young man to handle 
procurement of raw materials or 
machinery and construction con- 
tracts. Engineering degree preferred. 
Should have outgoing personality 
and supervisory abilities. Oppor- 
tunity for advancement plus the 
good life. Send resume of education 
and experience plus snapshot. 

Write: Box 501. 











Experience: Eight years director of 
purchases and production with metal 
manufacturers. Presently with research 
firm. Materials experiences: all types; 
steel—stainless and carbon—tubing, 
copper, brass, aluminum. Handled large 
and small projects from single units 
through government contracts. Charge 
of all  sub-contracting, estimating, 
quoting, etc. Exceptionally capable of 
administrating, organizing and co- 
ordinating. 

Education: Illinois Institute of Tech. 
Will relocate. 

Write: Box 151. 





Experience: Cost accountant for 1% 
years with a heavy-machine making 
firm. Three years as a buyer of all 
items for production and maintenance 
for same concern. Production items as 
follows: steel, valves, fittings, fasteners, 
motors, electrical and hydraulic equip. 
Education: B.B.A., accounting major. 
Will relocate: Preferably western N.Y. 
area. 


Write: Box 154. 





Experience: Five years buying non- 
production items, plus shelf & catalog 
items. Three years supervisory and 
purchasing administrative experience. 
Mostly in the automotive industry. 
Have also held secretarial positions— 
can type and operate the usual office 
type machines. 

Education: College graduate. 

Will relocate. 

Write: Box 155. 

END 





Experience: Purchasing agent, large 
aircraft company. Supervise over 20 
buyers. Formerly, assistant director of 
purchases, auto parts company, ap- 
proximately $80 million volume of pur- 
chases. Specialist in sound administra- 
tion. Introduced purchase analysis to 
auto parts co.; made savings of over 
$5 million. 

Education: B.A., M.B.A. 

Will relocate. 

Write: Box 156 


100 


Experience: Three years full responsi- 
bility for procurement of all plant sup- 
plies, raw materials, production tooling 
and sub-contracting for finish grinding 
and fabrication of carbide parts. Espe- 
cially qualified in specifications, re- 
quirements and procurement of raw 
materials, diamond grinding wheels 
(both natural and man-made), abra- 
sives, graphite and refractories. 
Education: Certificate in Electrical En- 
gineering 

Write: Box 157. 


Experience: Two years expediting au- 
tomotive parts; 1 year expediting air- 
craft parts; 2 years buying raw mate- 
rial, cutting tools, shipping materials, 
sleeve castings. One year production 
clerk; part-time machine-shop work 
while attending college. 

Education: BS. in Business Adminis- 
tration. Purchasing Course. 

Will relocate. 

Write: Box 158. 


Experience: Two years experience in 
industrial purchasing with a large 
corporation, as expediter, purchase 
quantity analyst and an assistant to 
the buyer. 

Education: B.S.B.A in Industrial Man- 
agement. 

Will relocate. 

Write: Box 159. 


Experience: Eight years optical shop 
supervisor; 2 years production control; 
2 years supervisor precision instrument 
assembly; 1 year coordinator between 
engineering and production; 3 years 
director of purchases. 

Education: College graduate 

Will relocate to West Coast. 

Write: Box 160. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specify 
whether you want the ap- 
plicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: One year stores clerk, 2 
years senior accounting clerk, 5 years 
chief clerk, 3 years buyer, all in stores 
and purchasing for present Gas Utility 
employer. Chief clerk and buyer posi- 
tions also involved acting department 
head and purchasing agent when ne- 


cessary. 

Education: B.B.A. Industrial Manage- 
ment. 

Will relocate. 

Write: Box 161. 


Experience: Have served in the capac- 
ity of purchasing agent for the past 5 
years. In charge of a group of buyers, 
from 4 to 5, clerks, typists and field 
inspectors & expediters. Personally 
supervise the issuing of inquiries, tabu- 
lation of bids, liaison with engineering 
and project personnel and placing of 
purchase orders with vendors. These 
operations cover the entire scope of 
construction contracts as well as the 
day to day purchase of office supplies, 
equipment and services. 

Education: College: School of Manage- 
ment. Evening courses in production 
planning and quality control. 

Write: Box 149. 


Experience: Two years supervisory ex- 
perience in purchasing section of large 
electrical manufacturer. Four years as 
raw material buyer handling purchase 
at mill and warehouse levels of steel, 
copper, brass, aluminum in all forms. 
Four years as buyer negotiating price 
and delivery for machine parts, stamp- 
ings, power transmission equipment, 
rubber, plastic and fibre parts, and 
formed tube and sheet metal assem- 
blies. 

Education: B.S., Business Administra- 
tion. Two years Engineering eollege— 
Electrical Special Management training 
courses. 

Will relocate. 

Write: Box 163. 


Experience: Thirteen years industrial 
purchasing and supervision of buyers, 
stenographers, foremen and 100 hourly 
employees. Responsible for the pur- 
chase, installation and maintenance of 
$500,000 worth of molding equipment 
and steam boilers. Annual gross busi- 
ness was $5,000,000. 

Education: Accounting and Business 
Administration. 

Will relocate. 

Write: Box 164. 





Experience: Traffic manager—2%% yrs.; 
purchasing agent—3yrs. Familiar 
with and practice all phases of pur- 
chasing. Set up inventory control and 
equipment registry. 

Education: BS, Economics. 

Will relocate. 

Write: Box 181. 
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uses fewer parts 
and cuts 
production costs 


with die castings « 


“We set out to make the best looking—best perform- 
ing—best priced line of woodscrapers on the market 
Die casting helped us do it”, reports Mr. Gringer, 
President, *Allway Tools 

There’s no doubt about it—Allway 4 Edge Wood 
Scrapers for fine and rough work, and Allway Finish- 
ing Scrapers for fine work are easily one of the best 
designed and easiest performing scrapers available 
And a vital factor in their design and manufacture 
has been the full use of all the inherent advantages of 
zinc die casting. 

Each blade mount is a light-weight, rigid, ribbed 
casting of great strength. Allway Scrapers have to 
withstand lots of hard pressure without bending or 
cracking. 

All design requirements, mounting bosses, correct 
curvature for effective blade angle, clean edges and 
finish, high production rate, were economically 
achieved. In addition to their quality design and 
construction, Allway Scrapers have to be competi- 
tively priced. 

Allway takes the zinc die castings as they come in 
— drills and taps a hole or swages a rivet stud as 
required in each model — firmly stakes a steel handle 


SALES 
REPRESENTATIVES 


STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 
GUILDERLAND, N. Y.: Mr. David H. King, 75 Willow St 
LUTHERVILLE, MD.: Mr: C. Mcintosh Gordon, Mays Chapel Rd. 
CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. 
BROOKLYN, N. Y.: Robert V. Moore, 2317 Plumb 2nd St. 


to it — adds blade and vinyl grip, and the scraper is 
ready for market. Result — simplified, fast, low-cost 
production and a superior product 

When you are confronted with problems of lower 
production costs or product improvement, consider 
die casting and bring your problem to us. Our com- 
plete four-fold service will help provide the answers 
Contact your nearest Mt. Vernon sales representative 
for quick action. 


UE gies it io 
$333 839 ey Te 
MT. VERNON 


DIE CASTING CORP. 


STAMFORD CONNECTICUT 


% 
+ 


? ° 
Q~— © 
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‘wom 
PARTICIPANT 


ROCHESTER, N. Y.: Mr. William Savers, 101 Briarcliff Rd. 


VALLEY FORGE, PA.: Mr. G. T. McMaster, P.O. Box 115 
BOSTON, MASS.: Mr. James Cleary, 61 Exeter Street 


PS) See 
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EAST ORANGE, N. 1: Mr, George E. Habl, 39 So. Munn Ave, 


eB 
age 
7, 


SKANEATELES, N. Y.: Mr. Jerome J. Theobald, 9 £. Genesee St. 
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The answer is easy: when it’s an ELASTIC STOP® 
nut. ESNA makes and stocks more types, shapes and 
sizes (in a larger variety of materials and finishes ) 
than any other lock nut manufacturer. In fact, all of 
the nuts shown here are standard production parts. 

Every one of these fasteners is self-locking any- 
where on the bolt, will remain tight under severe vi- 
yet they can be dis-assembled and re-used 
many times. What's more, 


bration... 
the performance of the red 

















locking insert has proved itself in critical applications 
on American heavy industrial equipment for more 
than twenty-five years. 

All ESNA nuts are carefully controlled in manufac- 
ture as to finished dimensions, class of thread fit and 
finish. This control pays off—in uniform quality every 
time you order. 

Simplify and speed up your purchases by send 
for a free catalog on ESNA’s extensive line. 


ing 


ELASTIC STOP NUT CORPORATION OF AMERICA 


TRADEMARK 
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Clip Coupon for Complete Catalog 
Elastic Stop Nut Corporation of America 
Dept. N26-815, 2330 Vauxhall Road, Union, N. J. 


Please 


catalog 


STOP nut 


Name__ 


ee 


Street_ 


City Leone 











-+-big quality money saver 
... good-will builder in the washroom 


Fort Howard Paper Company 


Green Bay, Wisconsin 


America’s most complete line of paper towels, tissues and napkins Fel 


© Fort Howard Paper Company 
























TAKE A Fi ESH LOOK at the 


way you are fabricating metal parts. Cost-cutting pos- 
sibilities are almost unlimited with these Anaconda 


pre-formed mull products and press products. 





DIE-PRESSED FORGINGS, made of twice-wrought metal, offer SPECIAL-SHAPE TUBES can, as in the case of Electrolux, save 
superior uniformity, denseness, accuracy. Savings: replace more several steps in arriving at a finished part. Brass electric-motor 
costly built-up assemblies—often are less in first cost than sand brush holder (above) is cut economically from long lengths of 
castings—require minimum surface machining to size—simplify tube pre-shaped to accommodate both brush and spring. Uniform 
secondary operations—lower tool cost—lower finishing cost. accuracy of all dimensions helps provide good brush stability. 





MULTIPLE-PLUNGER AND PROGRESSIVE-TOOL-PRESS PROD- EXTRUDED SHAPES. Wherever you fabricate from solid rod or 
UCTS are cutting costs throughout industry—often over 50%. bar—or castings—consider savings in machining, tooling and scrap 
Main reasons: The American Brass Company's complete design by use of extruded shapes. Albert A. Weiss & Sons substituted 
engineering service, long experience, specialized production two extruded shapes, above, for a sand casting—cut cost of ther- 
equipment, a big selection of stock tools. Metals copper, cop mometer case 41%, got an additional 30% saving in asse mbly 
per alloys, nickel, iron, steel, stainless steel, or aluminum. because of consistently uniform dimensions. 

| | ERE are four immediate approaches to cutting costs DIE-PRESSED FORGINGS - SPECIAL-SHAPED TUBES 

Re-evaluate your designs and fabrication methods with EXTRUSIONS - FABRICATED METAL GOODS 


these short cuts to finished products in mind. Wherever you eens 


spot a possible saving, send a sample, drawing, or descrip- 


tion—with the quantity you need, the metal or properties you 


require—and ask for a quotation. Address: The American s ff 
Brass Company, Waterbury 20, Conn. In Canada: Anaconda : 
American Brass Limited, New Toronto, Ontario ; Made by The American Brass Company 
For More Information Write No. 152 on Inquiry Card—Page 32 
For More Information Write No. 227 For More Information Write No. 153 
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Another New Product from 


Fast work . . . roughing the box ends of 1'/2 combination 


wrenches with 50-X RESINALL METALITE “91” Coat Cloth Belt. 


" 


Cuts ‘roughing’ time in half! 


Here’s the newest, roughest, toughest, fastest-working abrasive for the 
metalworking industry — “91” Coat RESINALL METALITE Cloth. 

It’s the answer to your demand for more production plus more mileage. 
And a “91” Coat Abrasive Belt cuts faster. 


Prove it on your toughest job in your own plant or at your nearest 
“Abrasive Tech” Methods Room — ask for a demonstration. 


BEHR-MANNING CO. » 


TROY, N.Y. 


A DIVISION OF NORTON COMPANY (NORTON < 


AQRatsives 
BEHR-MANNING PRODUCTS: Coated Abrasives *« Sharpening Stones « Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives « Grinding Wheels « Grinding Machines « Refractories 
In Canada: Behr-Manning (Canada) Ltd., Brantford For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A, 


